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TNL. © 1983 : 


= PRESENTS 


CONVERSION KIT 
BODY CHECK HOCKEY 


t includes: 


PC Board 


ann 6§295. 


Schematics 


Complete Game... $795. 


ITS FON LO PEAY 


Critic's Corner, Play Meter, 4/1/84, 
p. 115 — “Hoccer; an intriguing effort 
.. .there is a level of improvisation for 
players to devise their strategies to the 
game which has been sorely lacking in 
many other video games.” 


Gene’s Gudgements, Play Meter, 
4/1/84, p. 119 — “.. .A game that will 
earn consistently. It has a lot more to it 
than just meets the eye.” 


Video Game, 1/84, p. 56 — “.. .It’s fun 
to play. That's an element missing from 
a lot of games.” 


CALL FOR DETAILS 
800/624-0055 or 201/469-9690 


Eastern Micro Electronics, Inc. 
12-D World's Fair Drive, Somerset, N.J. 08873 : 
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FEATURES 
Operating Pool Tables 


Placing, promoting, and maintaining pool tables are discussed beginning on page 
24. Why shouldn't locations own pool tables? Several reasons are listed on page 35. 
Tips for maintaining tables are on page 36, and the importance of the Valley National 
Eight Ball League is explained on page 38. A listing of table game and dart manufac- 
turers appears on page 53, while a listing of table and dart game suppliers is pre- 
sented on page 55. 


Table Game Basics 


As the video crest continues to fall, foosball and shuffleboard sales continue to rise. 
Learn the operating basics of these table games that were popular before videos 
were invented. Foosball facts and league information appear on page 41, and 
shuffleboard tips and league information appear on page 51. 


r 
Bull's-eye! 
Dart play continues to increase nationwide, and electronic darts operators are finding 


that dart leagues can be very successful and profitable. Learn what it takes to start a 
dart league on page 47. 
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A 
TECHNICAL 
KNOCKOUT"! 


YOU NEED 
OUR FEATURE LINE 


Nintendo’s Punch-Out @ Exidy’s Crossbow ® Bally’s Ten Pin 
Nintendo’s VS. System ® Taito’s Ten-Yard Fight ® Bally’s Spy Hunter 
Arachnid’s English Mark Dartes ® Coin-It’s Birdie King II ¢ Bally’s Big Bat 


ALL THE LATEST CONVERSION KITS AVAILABLE 
(Our Prices Are Too Low To Print) 


Tin Star @ Pole Position II ¢ Mario Bros. © Galaxy Ranger @ Space Ace ®@ Mr. Do!’s Castle 
Champion Baseball II ¢ Up and Down @ Donkey Kong 3 ® Mega Zone ® Pac-Man Jr. @ Elevator Action 
Boomer Ranger @ Time Pilot ’84 @ Mr. Do!’s Wile Ride ¢ Cloak & Dagger ® Exerion ® The Glob 

Circus Charlie @ Marvin’s Maze @ Nova 2001 @ Major Havoc @ Boomerang ® Mystic Marathon 


NEW CLOSEOUTS 


(Our Prices Are Too Low To Print 


Millipede Galaxy Ranger Kosmic Krooz’r Mario Bros. 
XevIOUS Dig Dug Baby Pac-Man Congo Bongo 
Crystal Castles Munchmobile Granny & the Gators Star Wars 
Laser Cue Kings of Steel Farfalla 
by by by 
Williams Bally Zaccaria 


*USED SPECIAL: Ms. Pac-Man—$995 — Coming Soon: Atari’s TX-1 


We also carry a wide assortment of used equipment at low, low prices! 


IF YOU DON’T SEE IT CALL: 


CENTRAL 


DISTRIBUTING COMPANY 


3814 Farnam Street © Omaha, Nebraska 68131 


402/553-5300 
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Pool’s History 
Assures Its Future 


We can accurately trace the evolution of video 
games to Pong in the early 1970s, track pinball to its 
formative years in the 1930s, and even follow 
jukeboxes from Edison’s invention of the phono- 
graph in the 1870s. However, pinpointing the origin 
of pool or billiards tends to be speculative. 

As far back as 1607, when in the Shakespeare play 
Antony & Cleopatra the queen of Egypt says to her 
attendant, ““Come, let us to billiards...” has there been 
mention of the sport. History cites similarities in 
Roman, Greek, and French sports. Historians agree 
that the game evolved from lawn games. When bad 
weather led folks indoors, lawn games developed 
into the indoor sport of billiards with modifications. 
The green cloth was made, no doubt, to represent the 
natural lawns outdoors. 

By the 14th and 15th centuries, the English and 
French were playing billiards; the name was derived 
from the French word “‘billiart’”’ meaning “‘little stick.” 
During the reign of Charles IX, the French artist 
Henrique DeVigne, who is called the father of 
billiards, designed billiard tables and is attributed 
with creating the earliest code of rules about 1517. 

The sport came to America in 1565 through a 
family from Spain who settled in Florida. English 
migrants then brought the game to Virginia and New 
York. 

Around 1694, Louis XIV, suffering ill health, took 
up billiards on the advice of his doctor, a billiards 
enthusiast. The king became an expert player and was 
instrumental in popularizing the sport. It is even said 
that the king appointed M. DeChamillart to be a 
minister of the crown in recognition of his being the 
only man who could beat the king! 

Captain Mingaud, one of Napoleon’s officers, is 
also credited with advancing the sport. While 
imprisoned, he fashioned new improvements and, 


_ after serving his sentence, even asked to stay in prison 
to refine the game. He developed a new cue (derived 
from the French word “queue” meaning “‘tail’”’) in 
1790 by rounding the square end with a file. With this 
cue he was able to make shots far superior to any seen 
before. In 1807 he added a leather tip. The cue 
became universal. 

In 1825, John Carr became the first billiards 
champion and became wealthy. His specialty shot was 
called a side-twist or screw stroke and was what is 
today referred to as “English” on the ball. He attri- 
buted his skill to “magic powder” which he sold at a 
large profit until a customer who ran out of it tried 
ordinary chalk which, of course, worked as well. 

In 1827 slate replaced wood (which buckled) and 
marble (which sweat). The edges were soon padded 
with felt, and in 1865 vulcanized rubber cushions 
were added. In 1885 a general code was adopted by 
the Billiards Association, and the Control Council was 
formed to organize championships in 1919. 

The game of skill enables expert players to make 
shots that seem miraculous to beginners. Comment- 
ing on the skill that can be achieved by practicing long 
and hard, English philosopher Herbert Spencer (an 
avid player himself) once said, “to play billiards too 
well was the mark of an ill spent youth!” 

We dedicate this issue to the pool game (and to 
other table games and electronic darts). Its history 
should assure its future. Operators need only ponder 
the rise and fall of the video to understand the rise of 
pool. It hasn’t fallen yet! 


Valerie Cognevich 
Editorial Director 
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Ticket dispensing unit 


I recently completed reading your 
article in the May 15, 1984, issue (p. 
31) titled Ticket Dispensers: Player 
Incentive Can Increase Arcade 
Traffic. 

This article was of particular 
interest to me as my company, Coin- 
A-Ticket Inc., is involved in the 
manufacturing of ticket dispensing 
units. I felt that the article did not 
accurately portray the birth of the 


try. Therefore, I would like to pro- 
vide your readers with the factual 
information that follows: 
Coin-A-Ticket Inc., 2763 East 4th 
Avenue, Columbus, Ohio, is the 
inventor and developer of the 
unique ticket dispensing system The 
Redeemer for video games. The unit 
was first publicly unveiled in early 
1983. This is a unique system which 
is almost totally universal. It can be 
used on 99 percent of all video 
games. In addition, we have adapted 
our system to pinball and novelty 


Out of business 


Iam very sorry to inform you that 
as of April 6, 1984, and, after three 
and a half years in the business, I was 
forced to sell my business. With 
great regret and substantial loss of 
money, my street locations were 
absorbed by my arcade. 

A 30-game arcade and two pool 
tables in a large shopping center 
sold for $19,700 after nearly three 
months on the market. There was 
only one party interested. His 
original offer was $11,200. I con- 
sidered myself lucky to have gotten 
the $19,700, but I owed $42,000. 

I could have spent more money 
advertising new equipment and 
laser games, but I couldn't justify it. 
There probably would have been a 
small increase for a short time, but 
not enough to justify the invest- 
ment. 

In my opinion, the reasons for the 
collapse of the industry are: the 
manufacturers, arcade games for the 
home (too quickly and too many), 
too many new games released too 
quickly, and good conversions 
brought much too late. 

The manufacturers’ greed to 
make multi-millions too quickly 
took the entire industry down. I 
think it would be better to have a 
great business for 10 years than a 
fantastic one for three years. 

I really enjoyed your publication. 
It was very informative; I just don't 
have any need for it anymore. 

Good luck to the survivors. 

Ron Farmer 
R & R Vending Co. 
Tulsa, Oklahoma 
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video game ticket dispensing indus- games. 


Audio Visual 
Amusements 


Offering the finest 
new and used 
equipment 


REPRESENTING LEADING FACTORIES 
@ SALES, PARTS, SERVICE @ 


w 


NEW IN CRATE 
(Cine.) Dragon’s Lair (1000 disc) 


$3495 $1095 
$1095 


$1795 


(Nin.) Donkey Kong I! 
(Myl.) M.A.C.H. 3 $2795 (Nin.) Mario Bros. 
(Nin.) VS System — call (Zaccaria) Farfalla 
(Nin.) Punch-Out call 


YOU’VE TRIED THE REST, 
NOW TRY THE BEST 


“We’re Eager To Serve”’ 


1809 Olive Street 
St. Louis, Missourt 63103 


314/421-5100 


For further information, call Pete Entringer (collect) 


iy 


The Redeemer can be used on 99 percent of the videos. 


The article discussed several 
other companies which have 
entered the video game ticket dis- 
pensing business since we unveiled 
our new product. Information given 
by some companies indicated bene- 
fits and detriments of the products 
in the marketplace. I would like to set 
the record straight and indicate the 


TICKET BIN: 


@ Easy Access 
@ Large Capacity 


FEATURING: 


@ 1-2 Player Dispense 

@ Total Ticket Dispense 
Flexability (1-32) 

@ Operator Adjustable 

@ Bonus Scoring Multi- 
plier 

® Self Diagnostic 


features of The Redeemer. 

The Redeemer kit is composed of 
a ticket magazine, ticket dispenser, 
ticket exit plate, and unique logic 
interphase board which allows for 
its use with video, pinball, and 
novelty games. The unit offers the 
following features: 

1. 1-2 player dispense, 


NUTS & BOLTS: 
CONNECTIONS: 


© A Complete Package 


@ Total Service System 


LOGIC BOARD: 


@ The Brains 

®@ Total Dispensing 
Control 

@ Adjustable Value 
Levels 

@ Special Options 


wsidtE THE REDEEMER 


Ticket Dispensers For All Games 


® Management & Merchandising Help 


TICKETS: 


The real inside story on The Redeemer is not 
what's in it, but what players get out of it: valuable 
tickets, redeemable for exciting prizes. Nothing 
stimulates play like the added value of more 
rewards for playing skills, more bonuses for the 
two bits. 


2. total ticket dispensing flexibil- 
ity (1-32) tickets per game, 
3. operator adjustable ticket 
dispense levels, 
4. bonus scoring multiplier 
feature, and 
5. Kick- A-Ticket. 
We at Coin-A-Ticket have felt for 
a long time that the player should 
receive a benefit for the money 
spent to support our game industry. 
Therefore, we have adapted the 
value added concept to video, pin- 
ball, and novelty games. The players 
now receive a tangible value for 
their money in addition to the enjoy- 
ment of playing the game. 
David J. Glimcher 
Coin-A-Ticket 
Columbus, Ohio 


‘Major Havoc’ reviews 


It was with great pleasure that | 
read the April 15, 1984, edition of 
your magazine and found the posi- 
tive article on our game Major 
Havoc in Roger Sharpe’s “Critic’s 
Corner’ column (p. 51). 

Not only do I feel he played and 


P.O. Box 091104 * Columbus, Ohio 43209 


614/252-8876 


DISPENSING UNIT: 


@ The Muscle 

@ Rugged, Reliable, Mechanism 
@ Low-voltage, Long-life Motor 
@ Easy Installation 
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understood the game and was able to 
comment on it in a clear, objective 
manner, but he also pointed out 
some very real concerns and pro- 
blems facing our industry (parti- 
cularly lousy earnings, unimag!- 
native laser games, and general 
operator confusion over what sort of 
games to purchase). 

However, as much as this article 
was positive and hopefully helpful 
to operators who may be consider- 
ing buying a Major Havoc game 
(either dedicated or in kit form to 
convert Tempest), I feel compelled 
to bring to light a sore spot I have 
carried regarding your magazine's 
initial review of Major Havoc in the 
January 15, 1984, AMOA analysis 
titled ‘““Gene’s Gudgements’ (p. 
60). 

This sort of article, and others like 
it, I feel generate more operator con- 
fusion than anything a manufac- 
turer has done. This January article 
came out and lambasted Major 
Havoc, rating it a 2, and saying 
“don’t waste your money. Move over 
Gravitar.” At the same time the 
article went on to rate Williams’ 
Blaster (a game that was quite 
poorly received by players) with an 
8, stating “A good bet. Should pay 
off for you.” 

But hold on...April rolls around 
and Play Meter says Major Havoc 1s 
a great game, announcing in bold 
headline, “There's much to like 
about Major Havoc’ and claiming, 
‘..there’s almost something for 
everyone...takes full advantage of 
programming power as well as its 
use of multiple screen displays.” 
(You guys must have taken a look at 
some collection reports.) 

That’s all well and good, but what 
about the earlier negative article in 
your magazine, what should the 
operator believe (January or April 


Se  / 


| UNNUNAURRAATT 


$ 
~ 
A fe 
2 4 2 4 ie » 
$. 
- 
is 4 


$MM mm 


PLAY METER, June 15, 1984 


Play Meter), why ts there such dis- 
crepancy in reviews, do any of them 
(reviewers) know what the hell 
they re talking about, and what hap- 
pened to Blaster (remember the 
high rank)? 

The point is that with the tre- 
mendous problems we all are facing, 
there doesn’t appear to be room for 
quicky, subjective, B.S. reviews such 
as those found in “Gene's Gudge- 
ments” of January 15, 1984. It was 
obvious that the gentleman had 
never played the game and was 
basing his critique on subjective 
speculation and God knows what 
else. I mean, really, give us a break! 

I'm not saying that our reviews 
should all be positive, but the 
approach Sharpe uses in Critic's 
Corner” seems much more pro- 
fessional and useable to the opera- 
tor. At least he is spending some 
time with the game and knows 
enough to talk about it intelligently. 
Let the chips fall where they may, 
but at least be objective about it. 

I'd like to close with one more 
comment taken from Mr. Sharpe 
dealing with so-called “blind” 
buying and how operators are reluc- 
tant to blindly purchase everything 
in sight. In this section he states... 
“convincing customers that a 
machine is a wise investment today 
is...difficult.” 

We all would agree, but don’t you 
see how the occurrence of opposing 
reviews in your magazine only four 
months apart leads to this con- 
fusion? You're doing disservice to 
the entire industry by such a con- 
flicting sort of treatment, not to 
mention it does seem rather 
unprofessional. 

Just as we see an end to operator 
“blind” buying, I hope we see anend 
to magazine “blind” reviewing. 
Operators don’t need it, manufac- 


GAMES 


turers don't need it, and neither do 
you, I would think. 

Donald A. Traeger 

Sr. Market Research Analyst 

Atari, Inc. 

Sunnyvale, California 


Editor’s Note: We understand your 
confusion, but the reason you read 
two different critiques of Major 
Havoc im Play Meter zs because two 
different reviewers with different 
personalities and with different 
likes and dislikes in videos reviewed 
the game. 

It’s rare for two people to agree 
on all the characteristics of any one 
product. One movie can get 30 
different reviews. Movie reviewers 
don’t try to generate confusion; 
rather, they have different opinions 
and believe their opinion 1s worth 
voicing. 

Though they may sometimes con- 
flict, Play Meter believes in the 
judgements of Gene Lewin and 
Roger Sharpe. Both men have been 
in the industry for years. Lewt1n’s 
columns are written in a short easy- 
to-read style, but that doesn’t mean 
they are “quicky” reviews. And he 
plays all the games he reviews. 

Hopefully, manufacturer infor- 
mation, reviews, and common sense 
will help operators avoid blind 
buying. 


Something on your mind you want to vent? 
Got a gripe? Full of praise? Have a 
question? If you have comments on the 
coin operated entertainment industry, 
write to Play Meter. Our “Letters to the 
Editor’ columns are dedicated to you, the 
operator/ reader. 

All letters must be signed; tf requested, 
only initials will be used or the name 
withheld from print. Please include return 
address (although, for the sake of your 
privacy, addresses will not be printed.) All 
letters subject to standard editing. Be 
concise. 
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THE REDEEMER ° 


Brings Games Back fo Life! 


NOW AVAILABLE FOR 
VIDEO & PINBALL 


Coin Operated 
Ticket Dispenser 
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2765 E. Fourth Ave. 
Columbus, Ohio 432419 


614/252-8878 
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SOUTHGATE SIGNS CONTRACT 
WITH MORTRONICS 


MorTronics, Inc. of North Canton, 
Ohio, has signed a management 
agreement with Southgate Enter- 
prises, Inc. of Dallas, Texas. Under 
the terms of the contract, Southgate 
will have management responsi- 
bilities over the operations of 
MorTronics’ distributing companies. 

MorTronics owns distributing 
companies Continental Divide and 
Circle International. Shortly after 
purchasing the Circle offices, the 
San Diego branch was closed. The 
Albuquerque and Kansas City 
branches of Continental Divide 
were also closed. MorTronics, 
which also owns successful fast 
food restaurants, has consistently 
lost money with the distributing 
companies. For the period ending 
November 30, 1983, the company 
reported a net loss of $2,825,000. 

Two years ago, MorTronics an- 
nounced plans to acquire Southgate 
Enterprises including its subsidiary 
Southwest vending Company, but 
those plans did not materialize. 

In accepting the terms of the tem- 
porary management contract with 
MorTronics, John Gatens, president 
of Southwest Vending, said, “Since 
our business dealings two years ago, 
| have hed the greatest respect for 
Nate Dolin (chairman of the board 
and president of MorTronics). We 


10 


had a mutual agreement not to go 
through with the deal two years ago, 
and | was just not ready to be a 
publicly held company.” 

According to Gatens, MorTronics 
was looking for an outside opinion 
on why its coin-op division was 
suffering substantial losses. Mor- 
Tronics hadn’t been directly in- 
volved in the day-to-day operation 
of the coin-op business, so it 
decided to look for an expert to 
study the situation. 

Since the two companies had the 
Same accounting firm in Dallas, 
Gatens was approached with an 
offer to buy the distributing assets. 
But, with the state of the industry, 
Gatens agreed to the management 


contract. “We have no commitment 
or agreement to merge, but | feel 
like lam getting a 90-day preview of 
the company in case there should 
be some mutual interest to be 
pursued.” 

The contract is for 90 days with an 
automatic renewal unless either 
party gives a 30-day notice of intent 
not to renew. 

“Southgate has demonstrated 
great skill in managing its own coin- 
operated businesses in the industry- 
wide recession, and it is the expecta- 
tion of MorTronics’ management 
that Southgate’s managerial exper- 
tise will be successfully applied to 
MorTronics’ operations in this 
field,’ Dolin said. 7 


GREEN RETURNS TO ENGLAND 


Michael Green, formerly with 
U.S. Billiards in New York, has 
returned to England to join Joyland 
Amusements, the Knutsford, En- 
gland, based distribution company. 

According to Chairman and 
Managing Director Gerald Stein- 
berg, Green was impressed by Joy- 
land’s progress and its plans for 


expansion. Joyland was started by 
Steinberg in Northern Ireland 16 
years ago. It opened its Knutsford 
office 18 months ago and, according 
to Steinberg, began plans to become 
a major force in British distribution. 

Green is the managing director 
and Steinberg handles special pro- 
jects. 6 
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Konami®/Centuri™ Circus Charlie™ - 


= . 
is a delightful six ring circus 
CenLu ri. that is now available in a full PCB Conversion Kit. 


We're Inventing What The Future Will Bring For further information, contact your Centuri, Inc. distributor. 


CENTURI, INC., 245 West 74th Place, Hialeah, Florida 33014 » Phone: 305-558-5200 « Telex: 803694 ANSB Centuri * Cable CENTURI 
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TOP VIDEOS 
Arcade Locations 


Thirteen of 30 videos (43%) with a response rate over 
10 percent have above average performances. 


Rating 
June 15 Junel May 15 
* 1. Spy Hunter/Bally Midway 100.0 100.0 105.8 
* 2. Space Ace/ 
3 


Cinematronics........... 765 98.0 100.0 
. Track & Field/ 
Konami/Centuri.......... 74.9 81.1 82.1 
* 4. Pole Position 2/Atari..... 70.9 81.6 83.0 
* 5. MACH. 3/Mylstar........ 70.2 82.7 87.2 
* 6. Tapper/Bally Midway .... 6646 74.8 70.9 
7. Pole Position/Atari....... 65.4 70.9 _ 
8. Dragon’s Lair/ 
Cinematronics ........... 62.8 Tico 73.9 
Rating 
Provisional Ratings June 15 Junel May 15 
Punch Out!!/Nintendo........ 107.7 104.7 _ 
Crossbow/EXIGY 2.5. 6.65.05... 96.4 108.0 109.3 
VS. Tennis/Nintendo......... 89.2 93.0 
Birdie King II/Coin-It......... 70.8 - 80.0 
10-Yard Fight/Taito .......... 69.2 95.9 _ 
TOP PINBALLS 


Arcade & Street Locations 


Eight of 19 pinballs (42%) with a response rate over 
10 percent have above average performances. 


Rating 
June 15 Junel May 15 
1. Kings of Steel/ 


Bally Midway ............ 100.0 92.1 103.1 
* 2. Jacks To Open/Gottlieb.. 988 100.0 95.1 
* 3. Amazon Hunt/Gottlieb ... 88.2 87.9 92.2 
4. Firepower II/Williams.... 87.9 — 100.0 
* 5. Sharpshooter II/ 
Game Plan.) .56585 oes. 86.3 92.3 95.7 
* 6. X’s & O’s/Bally Midway... 85.6 _ 
Rating 
Provisional Ratings June 15 Junel May 15 
Laser Cue/Williams.......... 112.9 83.6 103.1 
Ready-Aim-Fire/Gottlieb...... 94.1 96.9 129.7 


* Conditionally Rated—Weekly average 
based on less than 50% response rate. 


Provisionally rated games in each category are 
above average performing games with a response 
rate between 10-25 percent 


TOP VIDEOS 
Street Locations 


Twelve of 24 videos (50%) with a response rate over 
10 percent have above average performances. 


Rating 
June 15 Junel May 15 
1. Track & Field/ 


Konami/Centuri ........... 100.0 92.3 90.1 
* 2. Pole Position 2/Atari....... 96.0 100.0 100.0 
* 3. Tapper/Bally Midway...... 96.0 88.0 78.7 
4. Pole Position/Atari ........ 88.4 87.2 
* 5. Elevator Action/Taito...... 88.2 _ 81.6 
Rating 
Provisional Ratings June 15 Junel May 15 
Spy Hunter/Bally Midway .... 141.5 114.4 be 5 1B 
GrossbOW/EXIGY 0.6. 055 e eas 124.8 - 
VS. Tennis/Nintendo......... 118.4 132.0 — 
Root Beer Tapper/ 
Bally Midway... ..0..5.6.. 96.0 iS We _ 
Space Ace/Cinematronics... 89.2 121.0 114.3 
Ererion/ TAH oles ccs Os 86.4 — _ 


Mr. Do!’s Wild Ride/Universal 85.9 - _ 


NOVELTIES (non-videos) 
Arcade & Street Locations 


Fifteen of 24 novelties (63%) with a response rate 
over 10 percent have above average performances. 


Rating 
June 15 Junel May 15 
* 1. Whac-A-Mole/ 


Bob’s Space Racers....... 100.0 68.2 76.2 
* 2. Skee-Ball/Skee-Ball ...... 90.1 = 83.3 
* 3. Triple Strike/Williams .... 87.5 85.9 100.0 
* 4. English Mark Darts/ 
ASCH NIG Soi cis Peres 69.1 _ _ 
x 5. Big Strike/Williams....... 68.4 92.1 88.9 
Rating 
Provisional Ratings June 15 June l May 15 
Punchball/Zamperla ........ 82.9 81.8 - 
Shoot Away/Namco.......... EN 73.6 84.6 
Aqua Blaster/Skee-Ball ...... 7O.7 73.6 — 
Bowler Roller/ 

Bob’s Space Racers ........ 73.7 _ _ 
Boom Ball/Meltec ........... 66.3 70.1 95.2 
High Ball/Norton ............ 66.3 100.0 99.1 
Hotball Hockey/Namco...... 64.5 - _ 
Century Dartes/IDEA......... 61.4 - - 
Long Board/ 

American Shuffleboard .... 614 — — 
Water Lasers/ 

American Arcade.......... 61.4 = = 
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How can Coinco serve 
you better? 


Coin Acceptors, Inc., world’s 
leading producer of coin equip- 
ment for the 28 billion dollar 
Vending Industry, NOW makes it 
possible for you to purchase top 
quality Illuminated Push Button 
Switches, along with your coin 
equipment needs. Coinco manu- 


factures a complete line of all- 
metal Game Door assemblies, 
including single or double doors. 
We manufacture your choice of 
three types of Acceptors: 

1) Simplified, trouble free Noryl®, 
2) Tried and true All Metal, and 
3) Electronic, employing no 
moving parts to accept coins. 


For Information, call TOLL FREE, 
today: 1 (800) 325-2646 


SUI 
~ 


Coico 


Coin Acceptors, inc..4946 Daggett. St. Louis. MO 63110 
In Canada: 868 Progress Avenue, Scarborough, Ontario 


DISTRIBUTORS 
REPORT EXPANSION 


Business is up for some distributors 
nationwide. Two distributors in 
particular report their companies 
have expanded to meet the needs of 
their operator clientele. 

Steve Shacklett, owner of Lucky 
Distributing Company in Nashville, 
Tennessee, and B. G. Hauser, presi- 
dent of Eastern Distributing Com- 
pany in Clemmons, North Carolina, 
echo the optimism of other distribu- 
tors nationwide. (Play Meter, June 1, 
p. 27) 

Lucky Distributing has added 
Rock-Ola to its line of coin-operated 
equipment which also includes 
Irving Kaye and U.S. Billiards pool 
tables and IGT poker machines. 

“Business is resorting back to the 
basics,” Shacklett explained. “Pool 
tables and jukeboxes started this 
business, and we feel comfortable 
handling and servicing what we 
think is the best equipment,” he 
added. Shacklett has been an indus- 
try member for 14 years, and said 
that his company is in the process of 
adding additional distributing lines. 

The company has recently moved 
into a larger building, a 10,000 
square foot structure, and has 
broadened its service and parts 
department. (The company’s new 
address is 2179 Nolensville Road, 
Nashville, TN 37211. Telephone: 
615/242-3621. 

In addition to the new building, 
the company has added five staff 
members. Mitch Rollins, formerly 
with Rowe International, has joined 
Lucky’s service department, which 
is headed by Ronnie Phillips. Rollins 
is in charge of all phonograph and 
pinball service. 

Eastern Distributing Company 
recently opened a branch office in 
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Roanoke, Virginia. The Roanoke 
branch has a complete service 
department, parts department, 
warehouse, and showroom. Ed 
Blackburn, who sold his Winston- 
Salem Coin Amusement Vending 
Company to Hauser, has been 
named manager of the branch 
office. 

Hauser said that the key to his 
successful business operation has 
been a good service department 
and cautious buying. “There were 
three distributors in the Richmond 
area who went out of business,” 
Hauser noted. ‘‘They were strictly 
sales oriented. We went in with a 
different approach—with service 
and parts in mind. This is what the 
area needs.” 

Hauser, like Shacklett, reports 
renewed operator interest in basic 
items. ‘““We’ve had more than a 
triple increase in jukeboxes and 
pool tables,” he said. 

“1 buy what | can sell,” Hauser 
continued. ‘Some manufacturers 
require you to buy a tractor-trailer 
load of certain equipment, and | 
dropped them. We avoided all laser 
games, and it was a blessing in dis- 
guise. I’ve been in the business for 
15 years. When the electromechani- 
cal games were replaced by solid- 
state equipment, we got burned 
because it was new technology and 
all the bugs weren’t out yet. It’s no 
different with laser games. ’’ 

Eastern Distributing is planning a 
June open house in its new facilities 
at 3350 Melrose Avenue and Hwy. 
460 in Roanoke for operators in the 
area. Operators are invited to regis- 
ter for a drawing to be held at that 
time and can contact the Roanoke 
branch at 703/343-7598. e 


Brown Meyer 


GREENWALD 
RESTRUCTURES 
DIVISION 


Greenwald Industries, maker of 
the Coronet drop coin acceptor, an 
electronic coin counter, and other 
electronic drop meter concepts, has 
restructured its sales and marketing 
division. 

lan Dowding will serve as sales 
manager-national accounts, with 
responsibility for appliance manu- 
facturing and major accounts. 
Patricia Conway has been appointed 
national accounts coordinator and 
will assist Dowding. 

Marketing Manager Phil Brown 
will service special and new markets, 
as well as the development and mar- 
keting of new products. He will also 
coordinate advertising. 

Bob Meyer will continue as sales 
office supervisor, responsible for 
administrative and other processing 
functions. e 


BULLWINKLE’S 
TO EXPAND 


Larry Schuller, a theme park and 
restaurant indusry consultant, has 
been appointed vice president of 
marketing and entertainment for 
Bullwinkle’s Inc. 

Schuller will head up advertising, 
public relations, and promotional 
efforts for the Bullwinkle Family 
Food ’n Fun restaurants, directing 
an ambitious expansion program. 
The firm operates three sites, includ- 
ing its prototype in Santa Clara, but 
expects to be operating more than 
20 stores by the end of 1984. . 
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SMALL BUSINESS CONFERENCE 
TO RECONVENE 


The Senate unanimously passed a 
bill on April 11 requiring the presi- 
dent to reconvene the White House 
Conference on Small Business by 
September 1986, to be preceded by 
appropriate state and regional con- 
ferences. 

The measure, which was spon- 
sored by Senators Lowell Weicker 
Jr., R-Conn., chairman of the Senate 
Committee on Small Business, and 
Dale Bumpers, D-Ark., ranking 
minority member, and 61 other sen- 
ators, was approved unanimously by 
the House of Representatives on 
April 9 and is now cleared for the 
president’s signature. 

AMOA Executive Vice President 
Leo Droste attended a meeting with 
the Small Business Legislative 
Council in January. The SBLC is a 
coalition of trade and professional 
associations that focuses small busi- 
ness legislation where it will do the 
most good. 

“Small Business is a vital—perhaps 
the most vital—sector of this 
nation’s economy, and it is only 
proper that we allow small business 
owners and operators to have access 
to and input into the highest levels 
of the federal government,’ Weicker 
said. ‘‘The first White House Con- 
ference four years ago resulted ina 
series of recommendations which 
became the legislative agenda for 
small business. It is now time again 


for small business to re-examine its 
relationship with the federal govern- 
ment, its problems, its potential, and 
the incentives and disincentives that 
affect its growth.” 

“Given the growth and develop- 
ment of small business over the past 
several years,’ added Bumpers, 
“and recognizing the changes that 
have taken place in federal legisla- 
tive and regulatory policy since the 
last conference, it is appropriate 
that the president be provided a 
clear and unequivocable statement 
from the Congress that the time has 
come to reconvene that White 
House Conference on Small Busi- 
ness.” 

The first White House Conference 
consisted of 57 state and regional 
meetings and culminated in a 
national conference in January 1980. 
More than 50,000 small business 
delegates from each of the 50 states 
participated in the conference pro- 
cess and made 60 recommendations 
in 12 general areas. These declara- 
tions served as the guidelines for 
legislative and administrative action 
on small business issues over the last 
four years. A substantial portion of 
the 60 original recommendations 
have been acted upon, including 
changes to the tax code, reduced 
regulatory requirements, and new 
public and private initiatives to assist 
small business. e 


SEIGEL LEAVES STERN 


Larry Seigel, former vice presi- 
dent of Stern Electronics, has 
resigned to pursue other ventures. 


According to Lauren Bromley, 
director of advertising and _ pro- 
motion, Seigel left with no anger or 
bitterness. “Sometimes people get 
to a point where they just want to 
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pursue other interests,” she said of 
Seigel’s departure. 

A replacement has not been 
named. According to Bromley, 
Seigel’s duties probably will be 
handled internally with those who 
reported to him now reporting to 
other personnel within the com- 
pany. * 


Don Osborne 


AGMA SLATES 
ANNUAL MEETING 


The Amusement Game Manufac- 
turers Association will hold its 1984 
Annual Meeting and Awards Dinner 
in Alexandria, Virginia, on May 31 
and June 1. 

On Thursday evening, May 31, at 
the Landini Brothers Restaurant in 
Old Town Alexandria, AGMA will 
hold its Annual Awards Dinner with 
this year’s special honoree being the 
late Don Osborne of Atari. Patty 
Osborne and her children Matthew 
and Wendy will be special guests of 
AGMA at this event. 

On Friday, June 1, the Annual 
Membership Meeting will be held 
to elect new officers and directors. 
There will also be a review and pre- 
sentation of the association pro- 
grams and accomplishments of the 
past year, and plans, goals, and 
directions will be established for 
the coming year. e 
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Buy From the Best 


* Our inventory of over 300 games gives _—* We offer the LOWEST everyday prices 
you IMMEDIATE AVAILABILITY of the found anywhere. 


games you want. ¢ FREE delivery for prepaid orders. 
NEW IN THE CARTON 
Circus Charlie ....... 2000. “MachibuyRus:.ccxs. 2,495. SpyHunter U/R ..... cod. WO Yard: Fight: ccs... 2 295. 
Cross Bow ......... 3,395. Motor Race USA..... 1,495. SpyHunter S/D ..... 3,395. Track & Field ....... 1,995. 
Donkey Kong, Ill..... 7,090. “PURCH-OUU s.02006e2< 3,095. Star RiderS/D ...... 4.495. Tin Star cvccecasvcus 2 295, 
ROU. “Sei ose ueerd cheese S90: ~SPace ACE i iaucxess B,000, © NADDO? siscc cars caer 2,495. VS Tennis U/R...... 2.495, 
LOCATION READY USED 
ATARI CINEMATRONICS (cont.) NINTENDO SEGA (cont.) 
Pole Position U/R .. 2,295. Dragon's Lair ..... 1,995. Punch Out). <..s 2... 2,895. Carnival... ¢c.e.<. 450. 
Crystal Castle ..... 1,395. Cosmic Chasm .... 495. VS TENNIS 2s es. cet 2,295. Monster Bash ..... 395. 
: Slat Wars. saa cxu.s 1,295. Donkey Kong Ill... 995. 
| Millipede ......... 1,195. MIDWAY Mario Brothers .... 895. STERN 
| Centipede ........ 750. NFL Football ...... 2,495. PODCVOS ok coda feat 695. Bag Man ......... 695. 
ACVIOUS “soon Pau dud 199. Galdda cod cee edad 1,095. Donkey Kong, Jr .. 495. Tutankhamen ...... 495. 
FOOG FIOM. <o.e hace 695. Ms. PacMan ...... 895. POO: Yall. cs deer eee 450. 
DigDug ......... J99. Baby Pac Man ..... 795. ROWE 
Monte Carlo ...... 995. Bump & Jump ..... 750. BC25 Bill Changer . 1,695. TAITO 
Super Bug........ 495. Burgertime........ 695. BC20 Bill Changer . 1,395. Ice Cold Beer...... 995. 
Satan's Hollow ..... 650. BC9 BillChanger . 895. Jungle Hunt....... 795. 
CENTURI super PacMan .... 595. Space Dungeon.... 450. 
Track & Field ..... 1,995.  PacMan.......... a39. SEGA 
Phoenix. ... ces. .: 395, Gc peu: sane 450. Ui igclee, | 0 nn 1,495. WILLIAMS 
Galaxian........... 395. TURBO UPR 23.02.55 1,295. Star Rider S/D .... 3,995. 
Monaco G.P. S/D .. 1,195. Moto’ Race USA... 995. 
CHEXX MYLSTAR Congo Bongo ..... 695. Moon Patrol....... 895. 
Ice Hockey ....... 1,495. Mach Ill S/D ...... 2795. StarTrek... 595.  Joust............. 795. 
Mach III U/R...... 2,295. space Tactics S‘D.. 595. SIMSIAT oocereencdes 795. 
CINEMATRONICS Ci caucodcve ag 1,295. PONGO! «ctv 495. RODOUTON vijwcudcs 995. 
Space ACE. czcce bs 2,495. RGU civeite te eeic 795. PrOOOE! ..45:a6634% 495. BUD DIOS <i ccs edaecnx 495. 


Our Location Ready Videos Carry a 30-Day Warranty on Monitor, Logic Board and Power Supply 


UNSHOPPED SPECIALS 
COMPLETE AND WORKING AS IS—NO WARRANTY/NO FREE DELIVERY 


ASlCIDIOS oid eee gets 95. Crazy Climber C/T ..... 399; ‘LOStTOMD <0. +eecdu- 390. Space Firebird ........ oT, 
Asteroids Deluxe ....... 195. Defender ............ 2/9. Missile Command...... 195. Space Invader ........ 95. 
Astro Fighter .......... 275. Donkey Kong......... SOU. “MOUSE Tat. 2 osc. x22 350. Space Invader Deluxe .. 125. 
Basketball: cv.aucenss Won? SEHTMAUOE ° ose 35 hee ot Bone 195. QmegaRace.......... 195. StrategyX ........... 295. 
Battle Zone U/R ....... Pade “RIE 2485 cod woven Boog “CODE, tee Seon o 0 watts Sie: IMPOSE 4.c.j:240 oe eee os 195. 
Battle Zone Mini ....... HOO WOON Sieg Bate ot dees nach $20, -SChaMDle: +. 4sew054s 299; WENTUTE: 50624 eae'eay wi 295. 
BOFZENK fo sis Suepoti we week 2/5. Killer Comet .......... 2/9. Sky Raider ........... 150.  WizardofWor........ 200. 
GCosmic:Gueriila Gi- a... 379) LOOPING ed een eh cons 3090. Space Duel ........... 290; ZAXROM) faced gama nda of. 
ange neat KITS 
Space ACE. oe vices $295; “FNC PNOLSS. owe eed . Mr Do's Castle ........ . Mr. Do's Wild Ride .... 850. 


The Game Exchange 


1289 ALUM CREEK DRIVE (our only office) COLUMBUS, OHIO 43209 e (614) 258-2933 


IN OHIO OUTSIDE OHIO 
1-800-848-1514": 1-800-848-0110 


PLAY METER, June 15, 1984 


17 


BALLY ELECTS NEWS 


NEW DIRECTORS 


Barry Diller and Kenneth C. 
Nichols were elected to the board of 
directors of Bally Manufacturing 
Corporation. 

Diller is president of Gulf and 
Western’s Entertainment and Com- 
munications Group and chairman of 
Paramount Pictures Corporation. 
His operating responsibilities, in 
addition to Paramount at Gulf and 
Western, include Simon & Schuster, 
Inc., Madison Square Garden Cor- 
poration, Sega Enterprises, Inc., and 
Famous Players Limited. 

Before his election as chairman of 
the board and chief executive 
officer of Paramount Pictures in 
1974, he was vice president of Prime 
Time Television for ABC Entertain- 
ment. 

Nichols, president and chief exec- 
utive officer of Home Life Insurance 
Company, New York, is a Chartered 
Life Underwriter (CLU) and Char- 
tered Financial Consultant (ChFC). 

He is a member of the board of 
trustees of The College of Insurance 
and the Greater New York Fund. He 
is also a member of the Advisory 
Board for the Chemical Bank and 
serves on the board of directors of 
the Downtown-Lower Manhattan 
Association. * 


PEARSON JOINS 
AGMA 


Lynn Pearson has been appointed 
director of communications for 
AGMA. She will be responsible for 
the internal communications func- 
tions of AGMA, as well as external 
communications on behalf of the 
industry. She’ll also handle special 
projects of public appeal. 

Prior to joining AGMA, Pearson 
was employed as deputy press 
secretary to U.S. Senator John Heinz 
of Pennsylvania. She has nearly five 
years of press relations experience, 
having also been a staff member of 
the Senate Budget Committee and 
the office of U.S. Senator Bob 
Packwood of Oregon. e 
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TAVERN LEAGUE ISSUES 
WARNING ON VIDEO POKERS 


At its spring conference in April, 
the Tavern League of Wisconsin 
warned its 6,500 members against 
paying off on video pokers. 

“We issued a warning that paying 
off is illegal,” said Mike Birkley, 
executive director of the league. 
“While the games may be appro- 
priate amusement devices, they 
become illegal gambling devices 
when you pay off,” he said. 

Approximately 30 percent of the 
league’s members operate coin- 
operated machines, Birkley said, 
and he estimated that a very small 
number of members operate video 


pokers. He pointed out, however, 
that there have been many highly 
publicized raids in a number of 
counties in Wisconsin, and in each 
raid, anywhere from 10 to 25 
machines have been picked up and 
operators charged with gambling. 

Of all operators arrested in the 
recent raids, Birkley estimated that 
two or three had been members of 
the Tavern League. 

The Wisconsin State Justice 
Department has ruled that video 
pokers are not illegal, but become 
illegal when they are used for gam- 
bling and can be confiscated. e 


AMOA RECRUITS MEMBERS 


In an extensive membership drive, 
the AMOA mailed 2,230 member- 
ship brochures and applications to 
operators, distributors, and manu- 
facturers on April 5-6 to get addi- 
tional support for industry pro- 
blems. 

AMOA Membership Secretary 
Katy Peterson said the AMOA had 
2,080 members as of March 29. 
When contacted on May 4, Peterson 
said it was too early to gauge the 
results of the drive or to set a goal for 
the number of new members 
expected. 

“This is the first time we did some- 
thing like this. It’s an experiment,” 


she said. “‘We want to test to see 
what the market is like.” 


Peterson said the AMOA plans to 
send another mailing to the same 
prospects in mid-to-late June. 


In the April 5-6 mailing, prospects 
received a membership brochure, 
an application, and a letter of invita- 
tion from AMOA Membership 
Committee Chairman John P. 
Stocksdale. He outlined the neces- 
sity of association unity. 


For the past year and a half, the 
AMOA has been compiling names 
of prospects for the membership 
drive. * 


HANSON STAFF CHANGES 


Hanson Distributing Company, in 
Bloomington, Minnesota, recently 
made some staff changes with 
former parts manager Carl Forsberg 
now handling distributor sales for 
the company. 


Forsberg was an arcade manager 


before working in Hanson’s parts 
department. 

Replacing Forsberg in parts is Ed 
Truedson, former Hanson shipping/ 
warehouse manager. Larry Aamodt, 
specializing in kit conversions, is 
now shipping/warehouse man- 
ager. * 
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Van Brook is #1 World Wide 
MI 
Keeping our Customers Number One has made Van \Y Y& 
Brook the Number One Leader in the Amusement & 
Casino Token Industry. No other supplier can offer you: 


¢ Immediate, same day shipment on Stock Tokens and 
Accessory Items. 

¢ Buy-Back Agreement 100% on Stock Tokens. 

¢ Special-Sized Token Wrappers. 

° Wide array of all necessary Signs and Stickers. 

¢ Accessory Items in stock for immediate shipment. 


* Token Mechs (Metal & Plastic, 48 different sizes 
and types). 

* Cradles & Cradle Kits. 

« Push Chutes (Complete, Single-Token & 
Double-Token), Replacement Slides. 

English #515 Roll-Down Acceptors. 

English 4 x 4 Replacement Cradles & Kits. 

Klopp Token Counters. 

Security Cash Controller 

Kwik Koin Token Dispensers. 
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e Expert Technical Advice & Assistance, based on 
many years of experience. 

¢ Professional Artwork & Design Service at no charge. 

e Hundreds of attractive Stock Dies . 

e NOTES & QUOTES Promotion Booklet (up-dated 
and revised periodically). 

e Exporting Expertise -- We know the Export Market, 
and how to solve its complex problems. 

¢ Product Exellence -- Van Brook Standards of 
Precision and Quality Control are the highest in 
the Token Industry. 


Phone or write for catalog & samples 
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Copyright © 1982 © Van Brook of Lexington, Inc. ¢ All Rights Reserved. 


VAN BROOK OF LEXINGTON, INC. ¢ P.O. BOX 5044, LEX. KY. 40555 
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AMOA RESPONDS 


TO JUKEBOX ARTICLE 


Billboard magazine ran an article titled “Meeting the Jukebox Threat” 
written by Hal David, president of the American Society of Composers, Authors, 
and Publishers (ASCAP). 

AMOA released the following statement to Billboard magazine in 
response to David's article. (Play Meter ran David’s article, which also appeared 
in the New York Daily News, and a response in the June 1 issue, p. 108.) 

The AMOA urges operators to contact their legislators about the jukebox 
copyright bills now before Congress (H.R. 3858 and S. 1734). Anyone needing 
information to send to legislators can contact the AMOA, 2000 Spring Road, 
Suite 220, Oak Brook, IL 60521, 312/654-2662. 


In a recent Billboard editorial, 
with the amazing title ‘‘Meeting the 
Jukebox Threat,” Hal David, presi- 
dent of ASCAP, stated that “...the 
jukebox problem is as serious and 
far-reaching in its implications as 
any we have encountered before.” 
As a jukebox operator, perhaps | 
should have been flattered by being 
elevated to such importance, but 
quite honestly, | was flabbergasted. 
Let me tell you why. 


In the first place, the jukebox 
industry is not threatening anyone. 
The only threat at hand is that posed 
by higher royalty fees, which com- 
bined with the other price increases 
that the jukebox operators must 
bear, is forcing many operators out 
of existence. Contrary to the 
impression left by Mr. David, 
jukebox operators agree with the 
basic principle of copyright— 
continuing payment for continuing 
performance. We are not stalking 
horses for an attack on this basic 
principle. We recognize our respon- 
sibilities to provide fair compensa- 
tion to the owners of musical 
copyrights. 


We also recognize, however, that 
the copyright owners are not 
threatened by the specter of more 
reasonable fees for jukebox royal- 
ties. The jukebox industry is one of 
the smallest sources of revenue for 
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the performing rights societies. 
ASCAP has told us that “substan- 
tially less than 1 percent” of its 
revenues are derived from jukebox 
royalties. Even with the increased 
royalties which it supports, the per- 
centage of income would not be 
much higher than 1 percent. Quite 
obviously, from ASCAP’s point of 
view, the livelihood of copyright 
Owners is not at stake. Rather a 
matter of principle is at stake. 


Jukebox operators have only one 
concern—to have a copyright 
royalty system that allows them to 
stay in business. All the philosophi- 
cal, economic, and _ intellectual 
arguments in the world can’t 
change one basic fact: since the 
annual royalty fees increased from 
$8 in 1981 to $50 per machine in 
1984, operators have pulled thou- 
sands of machines off the market. 
That, as they say, is the bottom line. 
No one benefits when machines are 
priced out of the market—songs 
don’t get played, records don’t get 
purchased, copyright fees aren’t 
collected, and jukebox operators 
have to find other lines of business. 


To reiterate, the jukebox industry 
agrees that it should pay for the use 
of copyrighted materials. All we ask 
for is a reasonable fee that we can 
live with. We are not willing to let 
our industry die for an abstract 


principle. Indeed, if we have been 
effective in getting the attention of 
members of Congress, it is because 
we are facing a life and death strug- 
gle for economic existence, while 
the performing rights societies are 
preoccupied with an abstract princi- 
ple. 

The bills supported by jukebox 
operators, S. 1734 and H.R. 3858, 
have attracted substantial Congres- 
sional support. The proposed legis- 
lation would establish a one-time 
royalty fee per jukebox paid by the 
manufacturer upon the sale of the 
machine. Mr. David argues that 
such a fee collection mechanism 
would violate the basic principle of 
continued payment for continued 
use. While we would argue that 
such a payment should be con- 
sidered advance payment for con- 
tinued use, we do nevertheless 
understand ASCAP’s criticism. 

What we do not understand is 
ASCAP’s complete unwillingness to 
propose or consider any serious 
alternatives, other than the status 
quo which is driving operators out 
of business. We have asked Mr. 
David and representatives of the 
other performing rights societies for 
proposed alternatives that meet 
their philosophical concerns about 
copyright, but also address our 
economic problems as well. To date, 
none have been forthcoming. 
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Of course, Mr. David failed to 
mention a fact that has been 
reported in the trade press; namely, 
that throughout the winter, both 
sides of this issue have been meet- 
ing face to face at the request of 
Representative Robert Kastenmeier, 


chairman of the House subcommit- 
tee with jurisdiction over copyright 
issues. From the viewpoint of juke- 
box operators, we have approached 
these meetings in good faith, 
seeking common ground with the 
performing rights societies. At every 


point, we have indicated our will- 
ingness to consider any alternatives 
that anyone wanted to propose. But, 
we haven't seen any yet. 

| will readily admit that we recog- 
nize ASCAP’s frustrations in getting 
involved in the legislative process. 


(continued on next page) 


WICO 


DISTRIBUTES 


Wico Corporation, a leading 
manufacturer and distributor of 


IDEA recently showed its electronic 

darts games at the Wico booth at ATE ’84 

in London. Here Don Devale of IDEA 
poses with a darts player. 
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GAMES 


parts and accessories for the coin- 
op industry, has become a distribu- 
tor for Industrial Design Electronic 
Associates’ (IDEA) Century Dartes 
and Royal Dartes. IDEA’s newest 
electronic dart game, All-American 
Darts, will be introduced in June 
and will also be available through 
Wico. 

“This is the first full-size coin- 
operated game for Wico, and it is a 
move we have been considering for 
some time,” said Gordon Goranson, 
Wico president. “This business 
partnership allows us to better ser- 
vice the operators and the industry,” 
he added. 

The company is presently dis- 
tributing the games through its 
Niles, Illinois, headquarters, but 
plans to carry them in its five branch 
offices in California, Georgia, 
Nevada, New Jersey, and Texas, in 
the future. 

“There is a renewed interest in 
dart games,” said Art Noparstak, 
Wico’s director of marketing dis- 
tribution. With the loss of popularity 
in video games, darts are an “alter- 
nate method of making money,” he 
said. 

Wico is also distributing Champion 
Baseball conversion kits, but Nopar- 
stak declined to comment on 
whether the company plans to 
increase its distributing line. ® 


THE 
CALENDAR 


June 1-5 
Amusement and Music Operators of 
Texas 1984 Convention and Parade 
of Exhibits. Four Seasons Hotel, San 
Antonio, TX. Contact: Melanie Barnes 
at 512/454-8626. 


June 13-15 
NCMI'’s 2nd Annual Seminar and 
Meeting, ‘Survivors’ Seminar—A 
Look Ahead.’ Sheraton Harbor 
Island West, San Diego, CA. For more 
information, contact NCMI aft 
305/561-0886 or 800/327-7724. 


June 14-17 
International Championships Valley 
8-Ball League, -MGM Hotel, Las 
Vegas, NV. For more information, 


contact Emil Marcet at 517/892- 
4536 


June 15-17 
1984 Illinois Coin Machine Opera- 
tors Association Annual Meeting, 
Carson Inn/Nordic Hills, Itasca, IL. For 
information, call Patricia Luciew at 
312/369-2406. 


August 16-19 
Pennsylvania Amusement and Music 
Machine Association (PAMMA) 2nd 
Annual Convention. Hershey Lodge 
and Convention Center, Hershey, PA. 
For more information, call Ernest P. 
Kline at 717/737-5675 


October 11-14 

1984 NAMA National Convention— 
Exhibit of vending and food service 
management, Georgia World Con- 
gress Center, Atlanta, GA. Contact 
Jack Rielley, NAMA, 7 South 
Dearbom St., Chicago, IL 60603. 
Telephone: 312/346-0370. 
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As Mr. David points out, the 
increased fees were set by the Copy- 
right Royalty Tribunal and met 
judicial challenges. In retrospect, 
however, given the large number of 
jukeboxes that have been pulled off 
the street since the CRT’s decision, it 
is obvious that the tribunal did not 
have Solomon’s wisdom in estab- 
lishing the higher fees. 

We must also point out that the 
administrative and judicial processes 
do not always bring about a fair 
result. | would guess that Mr. David 
is probably not enamored with the 
Supreme Court’s decision in the 
Betamax case. Since the copyright 
owners have united to seek legisla- 
tive relief to overturn that judicial 
opinion, they can hardly argue as 
ASCAP has elsewhere that our legis- 
lative efforts are inappropriate. 

The fact is that we are not engaged 
in an effort to enact legislation for 
fun or as part of a great scheme to 
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CALL TOLL FREE 


800-227-5813 


IN CA 800-227-5814 
OR 408-625-5333 
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undermine the copyright laws. And 
we certainly haven't launched our 
efforts because ASCAP “appears 
vulnerable.” Indeed, ASCAP and 
the other performing rights societies 
are far from vulnerable. Any organi- 
zation with annual income more 
than $200 million could hardly be 
seen as vulnerable. Our association, 
the Amusement and Music Opera- 
tors Association, has the united 
support of the jukebox location 
owners, their employees, and cus- 
tomers who enjoy jukebox music. 
But our ability to lobby is dwarfed, 
absolutely dwarfed, by the perform- 
ing rights societies. They are tough, 
well-organized, and very well- 
financed. 

Rather, we are engaged in this 
effort because we have no choice. If 
we don't, or if we are unsuccessful, 
our industry will be just a shell of its 
former self, with only a handful of 
prime locations in each community 


chnology 


able to support machines. Our busi- 
ness depends upon a sufficient 
volume of machines to support us. 
When that volume is diminished, we 
cannot stay in business. So for us, it is 
solely a matter of survival. 

To those readers of Billboard who 
are members of the performing 
rights societies, | tell you without 
hesitation, we want to work out a 
system that meets your needs as well 
as our own. We are not wedded toa 
particular concept; we are open to 
any suggestions that will allow us to. 
continue in our businesses. We 
welcome the opportunity to work 
with you not only to strengthen the 
jukebox industry and keep it as a 
major medium to promote copy- 
righted works, but also to strengthen 
the nation’s copyright system. 

Dock Ringo 

President 
Amusement & Music 
Operators Association 


‘Quality is Our 
Family Tradition" 


HOFFMAN & HOFFMAN 


CARMEL-BY-THE-SEA CALIFORNIA 93921-0896 
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OHIO: : 

The Ohio Music and Amusement 
Association's Northwest chapter 
(Northwest Ohio Music Operators) 
is working on an amicable settle- 
ment of its lawsuit against the city of 
Toledo over unfair license fees. 


— 


OMAA members wrote the Civil 
Aeronautics Board protesting a pro- 
posed cigarette smoking ban on 


most airline flights. Brooke Cheney, 


director of the Ohio Tobacco Action 
Network, said thousands of letters 


from Ohio helped convince the CAB 
that such a ban would involve too 


mug ee 
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The April 3 edition of the O70 
Tavern News carried the first of 
several ads featuring OMAA’s 
“Liberty Quarter’ logo. Each dues 
paying member received these 
stickers to affix to his equipment on 
location. The magazine ad and news 


story | urged Ohio's businesses to. 


look tothe OMAA logo for quality 
service, integrity, and dependability. 
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Ohio's Loverno! recently created 
an Organized Crime Consulting 
Committee,.and Attorney General 
Anthony i. Celebrezze Jr. was 
appointed its chairman. OMAA will 
work closely with this committee to 
see that a true picture of the coin 
machine industry is presef Meda, 
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_ STATE PDAT 


BY VALERIE E COGNEV ICH 


PENNSYLVANIA: 
The Pennsylvania Amusement 
and Music Machine Association, has 


association's management dutis, 


He will be working with Katie ¢ 


Robinson from his office. The new _ 
PAMMA address 1s 355 North. Pisce” 
Street, Suite 105, Camp Hill, PA ~ 


17011. Phone: 800/521-7778. 

The PAMMA Board of Directors 
authorized the preparation of a 
membership survey. From a grass- 
roots survey, the board wants to 
learn the kinds of information and 
services members want. The survey 
will be in conjunction with a mem- 
bersiiy campaign being developed. 


WISCONSIN: 

Organized electronic dart leagues 
are springing up all over the state. 
As a result of this interest in darts, 
representatives of the Wisconsin 
Amusement and Music Operators 
met with Arachnid personnel to dis- 


cuss an association- -sponsored state 


tournament. John Speers of Winne- 
bago Coin, Inc. in Fond du Lac will 
formulate a standardized set of 
rules, develop a program of sanc- 
tioning league players, and begin 
plans for a state tournament. Details 
of the program should have be 


available at the annual convention 
in May. 


an, \ 
weeks, Green Bay area law enforce- 
ment agencies have made arrests at 
amore than a dozen taverns for gam- 


L DiswAet attorneys in Foye counties 
ave indicated that some action will 
be taken regarding gray area games 
isconsin. In the past several 


bling violations involving video 
poker games. In Brown County, they 
arrested 10 people for gambling 
violations on video pokers. i 
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On April 3 amusement and music 


associations in the. Mid-Atlantic 


region met in Atlantic ‘City to dis- 
cuss ways to instill cooperation 
among the associations. Attending 
the meeting were Tom Riquier 
(Eastern Connecticut Operators 
Association), Sharon Harris and Bill 
Witsen (Pennsylvania Amusement 
& Music Machines Association), and 


Jim Cuccio and Mike Redpath 


(AMOA of New Jersey). Plans were 
made for a Mid-Atlantic regional 
conference and trade show to be 
held next spring. They also dis- 


~ cussed developing a regional clear- 
ing house for the distribution of 


information among participating 
associations. “This meeting repre- 
sented a truly meaningful step for- 
ward for the industry in our area. 


‘The congaprt 0 of all the associations in 


th AC a. id- 


together on matters of common 
Anterest 1s historic and exciting,” 
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BY MIKE SHAW 


(C QUEING UP FOR PROFITS 


ark Twain called pool “the best game on 
M earth.” To him, the game was pure and exact 

in a world that was far from either. His love of 
the game is one example of man’s attraction to pool, a 
point worth considering by coin game operators who 
are trying to build stability into their businesses with 
games that have broad appeal and a long life. 

In light of the recent trend away from speculative 
investments—high cost, high technology pieces that 
need to earn at a torrid pace before their novelty 
fades—the economics of pool are quite attractive. 
Costing about $1,300 to $1,500, a pool table can earn 
its keep in about a year, for an operator who takes a 
50/50 split on a table that is earning at the industry 
average. Play Meter’s State of the Industry Survey, in 
the November 1, 1983 issue, page 42, shows pool 
tables grossed a weekly average of $58. Earlier years 
show slightly higher grosses, and pool operators 
interviewed for this article indicate pool collections 
are higher than they were in 1983. 

Moreover, a pool table can last seven to 10 years 
on location, with few or no functional problems. An 
Operator can expect six to nine years of almost pure 
profit out of each table, a 700 percent to 1,000 percent 
return on investment. Considering tax credits for new 
investments and their depreciation, the games can be 
profitable faster. 

However, the benefits of operating pool tables 
have led to problems for some operators. Since the 
pool table can appear to be a hassle-free piece of 
equipment, some operators neglect their tables. 
When a location owner sees that no attention is being 
given to the pool tables and their accessories, he 
decides it’s just as easy, and probably more profitable, 
to buy his own table. 

To set standards for pool table operation, Play 
Meter talked with some of the nation’s successful pool 
operators, as well as the presidents of three pool table 
manufacturers. 


Buying and maintaining 

Like the game itself, pool tables have longevity— 
they don’t have many problems. There are, however, 
important considerations in buying and maintaining a 
table to get the most years from the investment. 

“The biggest problem with pool tables stems 
from player abuse,’ Valley President Chuck Milhem 
said. “And most of the abuse starts when balls get 
hung up in the ball return,” added Bill Rickett, 
president of Dynamo. 
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Milhem and Rickett agree that an operator 
buying a pool table should first inspect the ball return 
for reliability as well as durability. When ball hang- 
ups occur, players will abuse the table, even pick it up 
and drop it in an attempt to jar the balls loose. (While 
they disagree on ball return design—the Dynamo ball 
return is comprised of several components and the 
Valley unit features one-piece construction, both 
executives stress that operators should look for ball 
ramps made of materials that can withstand heavy 
wear.) 

Dropping a table to jar a ball loose can result in 
serious injury to the equipment. If the legs get wobbly 
from the jolt, the balance of the table is destroyed. The 
slate, or playing surface, could even be shattered. 
Because of those potential dangers, the legs and slate 
should be examined for heavy construction. Legs 
should be sound and reinforced. Legs made of 
materials that can compress or swell in unfavorable 
weather conditions or bend easily under the weight of 
players could result in a table that is not level and, 
therefore, not playable. 

Pool table operating and manufacturing experts 
also suggest the ball banks or rails be examined for 
response, that the table trim is secure, that trim 
materials won't show cigarette burns easily, and that 
overall cabinet construction is of good material and 
workmanship. 

“Every component on the table should fit 
precisely and be designed for heavy use,’ Rickett 
summarized. 

United Billiards President Jack Morris agrees 
that a toughly constructed table is of essential concern 
to the pool operator. In fact, a letdown in the quality of 
construction cost United Billiards a significant market 
share of the coin-op table business. 

“About two years ago we did acomplete overhaul 
here and turned things around to making top quality 
tables again,” Morris said. “We use tongue and groove 
construction for precise fit and work with high quality 
woods. ” 

Renewed interest in locating pool tables has 
improved United Billiards’ business dramatically, 
Morris added. But having a quality table with an 
economical price tag, according to Morris, accounts 
for the best buyer response UBI tables have had in 
several years. 

Morris also pointed out that the tables’ elec- 
tronics should be dependable and easy to work with. 
U.B.I. puts the entire mechanism in a drawer which, if 
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Bill Rickett (left) explains the Dynamo table 
to prospective customers at a show. 


Chuck Milhem, president of Valley, develops pool table 


sales by catering to player interest in organized league play. 
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it is vandalized or breaks down, can be easily and 
quickly replaced, resulting in very little downtime, he 
said. 


Service counts 

Once the operator finds a table that is sturdy and 
reliable, it is his responsibility to ensure it will be a 
continuously useful piece on location. It is imperative 
that he keeps tables in peak appearance and play- 
ability. “Pool tables are so trouble free, you have to 
have something more to offer than just the 
equipment,’ Rickett pointed out. 

Experienced pool operators know that some- 
thing extra is service. “We have a four-man crew to. 
maintain our pool tables,” noted Tim Norberg of C & 
N Sales in Mankato, Minnesota. The company oper- 
ates up to 500 tables and runs an extensive league 
program. “We recover tables on an average of two or 
three times a year, and when we recover them, we also 
replace the balls. We check the supplies every two 
weeks and leave a brush with the location. We have 
instructed our location owners on how to brush the 
tables, and we try to impress on them how important 
it is to keep the tables clean.” 

“Keeping dust off the table is the most important 
maintenance to be performed,’ Dynamo’s Rickett 
added. And because tables need to be brushed more 
often than it is practical for the operator to go to the 
location, it is necessary to keep pressing the location to 
get employees to brush the tables at regular intervals. 

Most successful pool operators would agree that 
keeping a table in good shape is the most important 
aspect of pool table operation. 

“The more people play, the more educated they 
become, and then they want the best,” noted Arnold 
Kaye of Arnie’s Place, a family amusement center in 
Westport, Connecticut, that’s famous for its elegance 
as well as for its tough owner. (Kaye fought a long 
battle with local authorities, refusing to be licensed 
out of existence. Play Meter, November 15, 1983, p. 33) 

“Our most important job is service,” Cindy 
Summs of Southern Amusements in Norfolk, Vir- 
ginia, told Play Meter. Southern operates several 
hundred pool tables, and, like C & N, participates in 
the Valley pool league system, organizing and con- 
ducting a program for 112 teams. Keeping rails and 
pockets tight and unmarred and the surface clean is 
the most important aspect of maintaining the table, 
she confirmed. And if those tasks are performed faith- 
fully, the table becomes “a piece of furniture in the 
location. Other equipment changes over from week to 
week, but the pool table just stays and stays.” 

Of course, all tables eventually reach a point 
when cleaning is not enough to keep them inviting 
and playable. This is when recovering becomes a 
necessity. (See related story on recovering pool 
tables.) Some operators like to take this occasion to 
rotate tables. The table needing recovering is taken 
from the location and replaced by one with fresh 
green or by a new table. Others prefer, when it is 
convenient to the location’s business hours, to recover 
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NEW ALTERNATIVES 


A Seminar-Workshop for You, the Operator! 


YOUR COMPANY GROWTH DEPENDS ONIT... 


NEW ALTERNATIVES is a management-development work- 
shop that shows you how to make your company grow in sales 
and profits regardless of the health of the amusement industry. 


In two complete days, this seminar-workshop examines the 
amusement industry, your firm, and the new choices available 


to you. 


Then you get a computer analysis that evaluates your choices 
and shows the best course of action for your individual firm. 


PLUS - Our marketing expert will show you how to market your 
new ideas to assure they will be a success. 


* Complete information on your 
new opportunities for growth! 


* Computerized feasibility 
analysis for your firm! 


* Detailed marketing Instructions 
to make your new Investments 


tunities 


ment 


Use what you already know! 
There are some exciting new 
alternatives and opportunities for the 
amusement operator. These ideas take 
advantage of your capabilities and your 
company’s resources; they take what you 
already know about the amusement 
business and apply that knowledge for 
expansion in high growth markets. 


New, creative ideas 

Your new opportunities will be 
completely explored in a two-day 
workshop-seminar. Specific opportu- 
nities for growth will be presented and 
computerized feasibility studies will be 
provided that show which idea is most 
appropriate for you and your firm. 
This seminar is completely unbiased; we 
are mot representing any particular 
products or services. The seminar is 
designed to help you select the best 
expansion plan for your firm. 


Complete industry analysis 

This seminar begins with a thorough 
analysis of the amusement industry. It 
explains in detail the reasons behind 
amusement industry's recent major 
changes and gives a clear picture of what 
one can expect in the future. The 
industry analysis sets the stage for the 
workshop sessions and illustrates why 
new alternatives are necessary for the: 
Operator to expand and increase profits. 


New management concepts! 

The concept of Strategic Business 
Unit (SBU) management is explored 
as it relates to the amusement operator. 
Even traditional topics such as location 
profit analysis, depreciation, and capital 
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SEMINAR-WORKSHOP OUTLINE 
DAY 1 


Industry Analysis and Current Market Conditions 
What Business Are You In? Finding New Oppor- 


New Management Concepts: Portfolio Manage- 


Strategic Business Unit Profit Analysis 
Strategic Analysis: Matrix Analysis of Alternatives 
New Alternatives: Examples, Worksheets 


purchasing are viewed in a new way 
which provides room for growth and 
expansion. 


Detailed financial analysis 

Growth opportunities are then sub- 
jected to detailed financial analysis. You 
can propose several possible alterna- 
tives and have them analyzed by the 
computer systems which will be used 
during the seminar. The resulting 
reports include minimum, maximum, 
and most likely sales, profit, and 
annualized ROI performance for each 


proposal. 


Computerized strategic analysis 
Besides the financial analysis, growth 
alternatives must also be subjected to a 
variety of other criteria to assure that 
they f#t your existing operation. A 
special computer analysis tests the 
practicality of your choices. You have 
the chance to set priorities and have the 
computer suggest the best growth 
opportunity for your firm. Though the 
procedure is simple to use and under- 
stand, it offers a unique opportunity to 
explore your choices in a very 
sophisticated way. 


How to sell your new ideas 

This two day workshop is applications- 
oriented and therefore, includes a 
complete session on how to promote the 
new opportunities you discover. Special 
sessions deal with the fundamentals of 
good marketing campaigns and how to 
design an effective campaign for specific 
opportunities. Several check sheets are 
provided and several specific examples 
are given to give you the tools you need 


DAY 2 


Analyzing Your Alternatives 

Financial Analysis of Your Choices 

Strategic Analysis of Your Choices 

Marketing Considerations: How to Market Your 


New Ideas 


Promotion Campaigns: Successful Examples 
Computer Analysis of Your Alternatives: The 


Computer Reports 


Procedures for Following Through 


to promote your expansion. 


Who should attend? 

Amusement operators who have routes 
established regardless of size. Two 
individuals from each firm may attend 
at no additional registration cost. 


Developed by professionals 
This seminar-workshop is a product of 
Innovative Management Consultants 
(IMC). IMC has actively consulted 
amusement operators since 1979. 


Your seminar administrators are H. 
Richard Priesmeyer, Charles C. Ross, 
and Mike McBride. 


Where? 


Granada Royale in San Antonio, Texas. 


When? 
Wednesday & Thursday, July 18th and 
19th, 1984. 


Name 
Address 
City 

State 
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Price 

Price for the New Alternatives seminar 
is $750 per firm (maximum two persons 
per firm). Hotel charges $72 per night 
single occupancy, $82 per night double 
occupancy. You get Free airport 
transportation. Rooms are large suites 
with full kitchens and wet bar! Contact 
your local travel agent for airfares. 


How to register 

Call IMC at 512/396-3330 or send $750 
to IMC, 611 LaRue, San Marcos, Texas 
78666. 


Advance registration is necessary, since 
attendance is limited to the first 20 
firms. 


Credit for subsequent IMC seminars will 
be issued in the event that a registrant is 
unable to attend. 
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AN INNOVATIVE MANAGEMENT 
CONSULTANTS 
SEMINAR-WORKSHOP 


To Register: Call 512/396-3330 
or Write 611 LaRue, San Marcos, TX 78666 


Zip 
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the table on site. | 

“Some locations want to keep the tables they 
have gotten used to,” C & N’s Norberg said. “Keeping 
the tables on location also avoids problems with 
moving them. They don't get banged around so much 
if you do your recovering on site.” 


Home market 

Regardless of care and built-in durability, tables 
eventually have to be replaced. But retiring a pool 
table is not as bad as retiring a video game. Not only 

has the average table paid a handsome return on 
investment, but it is easier to resell than any other 
coin-op piece. Operators of the tables agree that the 
home market for pool tables is very good. 

The wise operator can even make a profit when 
he sells, Valley’s Milhem suggested. “Taking inflation 
into consideration, it is not uncommon for an opera- 
tor to get the price he paid for the pool table when he 
bought it new.” 

It is understandable that manufacturers suggest a 
faster table replacement rate than ts ordinarily used by 
table operators. Both Rickett and Milhem confessed 
that replacement tables comprise the majority of their 
sales—about 90 percent, according to Milhem. But 
there are operators, too, who find rapid replacement 
advantageous. Cindy Summs said she likes to keep 
new tables on location to “keep up with the times,” 
and that an easy-to-sell home market makes it easier 
for her company to commit to new table purchases. 


Ys) JACK’S AMUSEMENT 
COMPANY 


has two locations ready to serve you! 


FE fee 


* ARKANSAS * 


310 Strong Highway 
El Dorado, Arkansas 71730 


501/863-5600 
Jack Ethridge, President 
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FOR FACTORY-AUTHORIZED 
SALES & SERVICE, 
CALL JACK’S! 


“We’re large enough to serve you & small enough to appreciate you.” 


Milhem offered a checklist of indications that 
signal when it’s time to replace an old table: 

1. The table’s depreciation has run out. 

2. There is available money that would be best 
spent by putting it back into your business. 

3. The market for home sales is at its best (for 
example, the Christmas season, etc.). 

4. It becomes cosmetically necessary. 

5. You decide to make the line of table you 
operate consistent in all your locations (all the same 
model or manufacturer). 

6. It is time to raise the price per play to 50 cents. 


Pricing 

The majority of pool tables on location in the 
United States have been on 50-cent play for about a 
year, making pool the first industry piece to make a 
universal shift to 50-cent play. Table manufacturers 
ship the table set for 50-cent play; to back off to 35 
cents or a quarter, an operator has to replace the 
factory installed coin mechanism. 

Of course, there are other ways to price pool table 
use. One alternative is employed by Arnold Kaye. 

“We rent out tables on a time basis,” he told Play 
Meter. “It’s $8 per hour for two players, $10 for four.” 

The idea works well in Arnie’s Place, “an execu- 
tive men’s club type of atmosphere,’ Kaye said, 
describing his center which caters mainly to an adult 
audience in an affluent neighborhood. Kaye warned 
his concept might not work so well in most locations. 


* TEXAS * 
4019 Avenue ‘A’ 
Lubbock, Texas 79404 
806/762-6283 
In Texas, call toll-free: 800/692-4208 
Mel Harp, General Manager © 


; 
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“We book tables by reservation only on the 
weekends,” he continued. “Those who come to play 
are people who like the game but don’t have room for 
a table in their homes. They want something nicer 
than the average pool room. So we give them some- 
thing elegant and leisurely.” 


Pool leagues 

“ Anybody who operates a pool table should have 
a pool league,” claimed Tim Norberg whose Valley 
leagues include more than 2,000 players. He has dis- 
covered that the energy it takes to conduct the leagues 
is worth the effort. A Valley survey shows pool 
players contribute an average of $75 per season to the 
gross income of coin-op games at the sponsoring 
locations. The business the leagues bring to locations 
enhances client rapport, improves table revenues 
significantly, and, most importantly, keeps clients 
from buying their own tables because the leagues are 
exclusively operator run. 

Any league or tournament where the operator 
participates in running the events serves to make him 
a more valuable part of the location’s success with 


j 


et 


pool. According to Norberg, the pool leagues are so 
successful at drawing crowds and increasing location 
revenue, he has been able to pick up 119 new table 
locations in the past three years from location owners 
who previously owned their own tables. (For more 
league information, see story this issue.) 

For C & N, pool operation and league involve- 
ment has spawned another opportunity for profit. C & 
N executives have become merchandisers of pool 
accessories, especially cue sticks. 

“Selling cue sticks has become profitable in two 
ways, Norberg explained. “Many of our league 
members like to own their own two-piece sticks. And 
since they own their own, there is less wear and tear 
on the cues we supply. It helps keep our cost of 
supplies very low.” 

As pretty as the pool picture appears—especially 
where there is league play—for both the operator and 
the location, stocking a location with 10 or more tables 
represents a significant investment for the operator. 
To ensure a just return on that investment, C & N asks 
a minimum two-year contract agreement with its 
locations. 


The tables at Arnie’s Place were custom-built by owner Arnold Kaye. 
Containing no coin mechanisms, the tables are rented by the hour. 
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“Actually the league is more important in 
holding onto our locations than are the contracts,’ 
Norberg explained. “But we use contracts with every 
account, as sort of an insurance policy.” 


Acquiring locations 

There are still existing locations where owners 
are unable to maintain their tables properly. Their 
table operation can be acquired. Too, there are 
locations always available when operators are not 
servicing their pool route properly. 

When an operator finds a location that doesn't 
have tables but could possibly support them, he should 
call the following points to the location's attention: 


2. A location owner can turn space that is seldom 
used (an area where tables are not occupied except for 
one or two busy nights a week, for example) into space 
that earns all week long. But don’t try to force a table 
into too small a space. Experts suggest allowing five 
feet on each side of the table. 

The interviews for this article indicate the time is 
ripe to move on unsecured locations. Operators of the 
tables report a declining interest in video games has 
brought some players back to pool and introduced new 
players to the game. 

“The interest in pool is high now,” Cindy Summs 
said. “It was shattered by the video explosion, but it 
never went away. It has always been there. It’s some- 


1. Pool is a universally played game. 


thing you can count on.” ® 


A STEP-BY-STEP APPROACH 
TO RECOVERING YOUR POOL TABLE 


Editor’s Note: This article ts 
reprinted from a previous pool 
issue, Play Meter, October 1979, 
page 30. 


Slate beds can be removed and 
recovered on location, but it’s easier 
to do it at the operator's shop. Rails 
are ordinarily too difficult to handle 
with manual tools on location, but if 
an operator is intent on changing 
the felt on the table bed on location, 
he should bring a set of rails already 
recovered. 

Once the rails are removed and 
the slate bed is lifted from the body 
of the table, it can be placed across 
the top of the table or, in the shop, 
across wooden horses. 

Remove the old felt and prepare 
the slate for its new cover by 
washing it with a soap and water 
solution. Nicks or gashes in the slate 
should be filled with Bondo to 
ensure the surface is smooth. Do not 
use plaster of paris or other sub- 
stances that might crack or powder 
later. Any old glue remaining where 
previous felt was held down should 
be sprayed with a solvent and 
removed. 

When the slate bed is clean, pull 
the new felt over the slab and cut it 
so that there are about six inches of 
felt extending over each end and 
side of the slate. The felt should be 


set so that only one side and one end 
30 


has to be cut. If the felt is rolled from 
its bolt, only the felt on the side to be 
cut that extends past the six inches 
desired extension will be left over. 
This felt can be used for covering 
rails. 

First secure the cloth at one end of 
the table. To do so, fold back the 
cloth to reveal about two inches of 
slate. Spray the exposed slate and 
the turned back, underneath portion 
of the felt, with contact-type spray 
glue. A light film of glue is suffi- 
cient. Be sure to spray the edge or 
side of the slate. Roll down the felt 
over the slate and secure the glued 
portions by smoothing your hand 
across the felt. Again, be sure to 
attend the edge of the board. 

When the felt is secure and 
smooth on one end, apply a similar 
treatment to both sides of the table, 
and then to the other end. As each 
small section of the final end is 
being glued to the board, it should be 
pulled tight, so tight the cloth can- 
not be lifted, even slightly, from the 
table. 


Skill is needed 

Now you can approach the 
pockets. Realize that these are diffi- 
cult to cover correctly and that the 
real artistry of covering the table 
begins here. 

Take a razor blade and slit the felt 
at the edge of the pockets. Start the 
cut slightly below the part of the felt 


that will cover the edge of the slate 
board (so as not to have the cut in 
the felt reveal any slate). Slant the 
cut toward the center of the table 
end. When both edges of the pockets 
are cut on one end of the table, you 
can spray underneath the slate and 
secure the cut piece of felt to the 
bottom of the board. Do this to the 
rest of the felt that surrounds the 
table, and you will be left with only 
the narrow pieces of felt that will 
cover the pockets hanging in place. 

Now you must cut the felt so that 
it will lie easily and smoothly around 
the edge of the circular pocket. 
Begin by cutting the felt at the edge 
of the pockets in an angle opposite 
to the one used earlier with the idea 
of having a diamond shaped piece of 
felt hanging in front of the pocket. 
Again be sure to start your cut below 
the part of the felt that will cover the 
edge of the slate. 

You can now take your diamond 
shaped piece of felt and inflict two 
or three more cuttings—these 
should be vertical—in it. These cuts 
too should start below the part of 
the felt that will cover the slate edge. 
Then simply lay each strip straight 
back to the underneath of the table. 
(As a precaution against players 
who might reach in the pocket and 
pull the felt away from the slate, 
apply some duct tape across the felt 
pieces underneath the pockets.) 

When you have done this to each 
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ON YOUR MARK, GET SET... 


233) Konami/cenuuri. 
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Track & Field adds new meaning to the word competitive. Featuring six popular 

events: 100-Meter Dash, Long Jump, Javelin, 110-Meter Hurdles, Hammer 

Throw and High Jump, the game can be played individually or simultaneously 
by up to four people. Each event is remarkably realistic. So don’t be left in the 

Starting blocks. ..get on your mark, get set and win, with Konami/Centuri 

Track & Field. 

Copyright 1983 Konami Industry Company, Ltd. 


Cc = ni LU ri ™ We're Inventing What The Future Will Bring 


CENTURI, INC. 254 West 74th Place, Hialeah, Florida.33014 
Phone: 305-558-5200 + Telex: 803694 + ANSB Centuri « Cable: CENTURI 


Question #1: 
WHY ARE THEY BETTER? 


CENTURY. ARTES 


Better because they’re the only ones with INTERNATIONAL, 
tournament-sized targets. 

Better because a special computer program (TRU-SCORE™)and two 
microprocessors increase their scoring accuracy. 

They're reliable and simply designed for field servicing because they 
are made by IDEA, designer and manufacturer of high-quality, 
industrial products. 

CENTURY DARTES, the classic, old-world game. ROYAL DARTES, 
with the same quality and all the fine features in a lower-cost cabinet. 


By IDEA, Route One, Sycamore, IL 60178 * 815/895-8188 


© 1984 - Industrial Design Electronic Associates, Inc. 


POOL TIP: 

“To enhance the positioning and the appeal of 
the table, an aftractive lighting setup is recom- 
mended. You can use some creativity here, but if is 
essential to remember that proper lighting is 


required by players who take the game seriously, 
the players that will put the most money into the 
table.” 


“Play Meter”, October 1979, p. 28 


pocket—center pockets are more 
difficult to deal with and require 
more slits than corner pockets— 
your slate should be successfully 
covered and cosmetically perfect. 
Always keep in mind that the felt 
should be pulled tight before it is 
secured and that a light film of glue 
is sufficient to maintain adhesive- 
ness. 

Rails can be successfully covered 
only after they are thoroughly 
checked for separations between the 
rubber and wood. Then, felt six 
inches in width can be stretched 
over the rails and stapled to the flat 
side of the rail that receives the 
securing bolts. 


Stapling rails 

Start stapling from the center of 
the rails and staple to each end, 
pulling the cloth over the rail so that 
It wraps around the rail smoothly. 
Do not cover the side of the rail that 
receives the staples (and the bolts). 

Again, use your razor blade on the 
felt at the edges of the rail where the 
pads are to be covered. Use the blade 
so that there is no doubling of the 
cloth at these spots. The doubling 
destroys the normal action of the 
pocket rail. 

In addition to recovering the slate 
bed and rails, tables can be kept 
looking and working like new. Ciga- 
rette burns can be rubbed out, 
lightly, with steel wool. Metal frame 
parts can be cleaned simply. Chips in 
the slate can be filled in with Bondo. 
Chips in the cabinet can also be filled 
in with Bondo and painted to match 
the grain patterns of the Formica. 

When the slate is lifted from the 
table, other table parts should be 
given some attention. Clean the ball 
pathways, and make certain that the 
pockets are unscarred (black spray 
paint will effectively cover the 
marks). And test the braces to keep 
the bottom of the table where it 
should be. It might even be wise to 
add a brace here and there to 
strengthen the body and keep it 
secure from rough transportation 
and angry players. 

Under normal conditions, a table 
will need to be resurfaced and condi- 
tioned about twice a year. This will 


ensure a long life for this rugged 


piece. e 
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Everyone wins with English Mark Darts — the proven 
profit maker! It’s a skill game that the player loves, with 
¢ self-scoring, LED display and a choice of eight games, 
from easy to difficult, for twenty-five or fifty cents per 
play. Operators will appreciate the long-term, steady 


earnings and maintenance-free operation, while the 
A 3 location owner gets a safe game with plastic-tip darts 


which encourages group play and brings in the 
BY crowds. Whether in an established location or opening 
new territory, English Mark Darts is a time-proven 


Arachnidz ic 


The Originator of Electronic Darts 


208 N. Madison St. ¢ Rockford, IL 61104 @ 815-962-3919 © 1-800-435-8319 e TLX 270-57601 


PLAY METER 
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CAN GIVE YOU 


PLAY MEER the authoritative 


journal to the coin-op entertainment 
business, brings a treasure of vital 
information to you twice each month. 


PLAY MELER guides you through 


the many mazes of today's uncertain 
markets to the golden touch of a pro- 
fitable business. 


PLAY METER 


P.O. Box 24170, New Orleans, La. 70184 
504/837-7987 


LOCATION-OWNED TABLES: 
POINTS TO EXAMINE 


Editor’s Note: This article appeared 


in a previous poolissue, Play Meter, 
September 1980, p. 60. 


ocations buying their own pool 
L tables is a problem to the coin- 

op industry. It is the piece of 
equipment most often purchased by 
locations—and that’s a problem to 
them as well. But Mr. Location 
Owner should consider the follow- 
ing points about the purchase: 

1. If owning your own equipment 
were a great idea, every location 
owner in your state would own his 
own equipment. This hasn't hap- 
pened, if you will notice, because the 
experienced location owner knows 
he makes more money in the long 
run with an operator. 

2. The contract you sign with a 
fast-talking, fly-by-night salesman 
is oftentimes sold immediately to a 
finance company which ts under no 
legal obligation to keep any pro- 
mises made to you by the salesman 


about the table. The salesman has © 


his money. Since you are promised 
service at no charge, can you think of 
any reason why, when you are 
having trouble with your machines 
on a busy weekend night, that a ser- 
viceman would drive 100 to 150 
miles round trip to repair the 
machine? Or why he would ever fix 
your machine for free? 

3. Contracts have been found 
which do not comply with the truth- 
in-lending laws. The reason is that 
the interest charges are much higher 
than they appear to be in the con- 
tract. A seller who gets a kickback of 
4 or 5 percent of the interest charge 
does not want you to see the real 
interest rates. The higher the 


interest he can charge you, the more 
easy money he makes; that is why 
the interest rate is hidden. The fine 
print in these contracts often stipu- 
lates that in case of non-payment, 
the finance company can attach your 
property or bank account if it feels 
the equipment is not worth the 
balance owed. If you are buying, 
carefully read the terms of the con- 
tract. 

4. Exorbitant prices with mark- 
ups of 300 and 400 percent are com- 
mon. In some cases, the equipment 


sold is imports of low quality and 
has parts and supplies that are hard 
to obtain. Depreciation of the equip- 
ment is very rapid. Often you can 
owe much more than the equipment 
is worth. They may tell you that 
owning your own equipment will 
add to the value of the location. But a 
knowledgeable location buyer knows 
that non-operator equipment is a 
detriment to his business and he 
does not want the equipment you 
have paid for so dearly. 

5. In most cases, your operator 
has done business with you for 5, 10, 
or even 20 years and is a local busi- 
nessman. Who should you believe— 


the man you have found trustworthy 
and reliable and have known for a 
long period of time, or the man you 
have seen two or three times and ts 
selling a promise of pie in the sky’? 
Contact your local Better Business 
Bureau or Chamber of Commerce 
for a report on the people who are 
selling. If the BBB or the Chamber 
doesn't know them—you probably 
shouldn't, either. 

6. One of the favorite ploys of the 
high pressure salesman is to tell the 
prospect not to call his operator in 
advance about removing his equip- 
ment. The salesman says this will 
prevent the operator from remov- 
ing his equipment before the new 
equipment can be installed. Actually, 
the reason is that the salesman is 
afraid that if he allows the location 
owner to call his operator before the 
new machines are installed, the 
operator will tell the location owner 
the truth about the equipment he is 
buying and that will stop the sale. If 
your operator has been square with 
you—what can it hurt to consult 
him? It might save a hurt—in your 
pocketbook. 

7. If you are convinced about 
buying your own machines, you owe 
yourself a talk with your operator. 
He can refer you to hometown 
people who have been taken in by 
this sales pitch. Talk to them and 
judge for yourself. 

8. Get a written guarantee from 
the seller for service and parts. ® 


—from arguments to the location 
owners, compiled by the Music 
Operators of Michigan and from 
advice from the Ohio Music and 
Amusement Association 
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REEP UP THE TABLE 
AND KEEP THE LOCATION 


Editor’s Note: This article appeared 
in a previous poolissue, Play Meter, 
September 1980, p. 62. 


he problem is locations buy- 
| ing their own tables, no small 
threat to the coin-op amuse- 

ment industry. 

Many operators, misled by the 
simplicity of it all, began to shortcut 
the attention they give their pool 
tables. This can be where the pro- 
blem begins. What these operators 
don't realize is that when they con- 
cern themselves only with the 
contents of the coin box, they are 
demonstrating for the location 
owner that a pool table is an easy 
Piece to maintain. The operator, by 
doing nothing, is saying that almost 
anyone—including the location 
owner himself—can own a pool 
table and operate it successfully. 

Of course, this isn’t true. A poorly- 
maintained table invariably will 
earn less than it could if it were kept 
up. That is because many players 
will turn away from shooting if the 
cue sticks are warped or cracked, or 
the tips are flat, or the table ts dirty 
or unlevel. 

The location owner agreed to 
have pinball machines, jukeboxes, 
and pool tables in the location in the 
first place because the location 
owner looked upon the operator as a 
games expert. But if the operator 
shows that there’s nothing to 
Operating a pool table (or any other 
piece of equipment), then naturally 
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the location owner is going to start 
thinking about ways to get the 
whole pie rather than just 50 
percent of it. If the operator hasn't 
been keeping his table well- 
maintained—how is he going to be 
able to show the location owner that 
he shouldn't own his own table 
(although the location owner likely 
wont be able to keep it well- 
maintained)? 

Answer: The operator has to 
show he ts interested in his equip- 
ment. 

On the defensive side though: If 
the location decides to go on to its 
own table—keep your foot in the 
door; don’t threaten to take out the 
pins and videos as well. That tactic 
can be self-defeating. The “hard 
line’ operator can find himself 
minus one location—which will fall 
into the route of another operator 
happy to gain one for non-board 
games alone. 

Keep your foot in the door. Today 
you may have lost one pool table 
spot. But you'll still be in that loca- 
tion when the location-owned pool 
table runs down. The location with 
its wholly-owned, but wholly abused 
table, may be begging you to take 


over maintenance again. 


Secure the pool location 

One proven method to ensure 
against pool table locations going 
sour iS to set up an ongoing pro- 
motion such as a pool league. Pool 
tournaments and leagues are some- 
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Overstocked with Excess Inventory? Call: 
Jay Sugarman Auctioneers 


750 NE 195th Street 305/651-0101 
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thing that a location owner cannot 
himself provide, and these have the 
added advantage of keeping the 
location owner aware that he needs 
an operator-run pool table. 

Maintenance should include 
brushing the table cloth every week, 
including underneath the cushions. 
On a weekly basis, replace the cue 
tips. Some operators don’t change 
these as frequently as they should, 
but it’s a simple process that shows 
the location you're interested. Also, 
if your routemen get in the habit of 
changing the cue tips every week 
instead of ‘when they need it,” they 
will be less likely to overlook or 
forget this maintenance. 

Other routine practices should 
include cleaning the cue ball (since it 
gets soiled with chalk) and replacing 
worn-out spots on the table. And 
your routeman should be in the 
habit of cleaning the pool table 
cabinet with soap and water. 

Finally, your routeman should 
check with the location owner to see 
if he has enough chalk or if he’s 
holding any broken or cracked cue 
sticks. 

The pool cloth must be changed 
on a timely schedule. The average 
interval between cloth changes for 
most operators is between four and 
six months; it depends on the wear 
and tear the pool table gets. 

Keep “on top of the table” and 
you will keep the location for the 
table. Remember, you are the games 
expert. e 
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SEND YOUR MONITORS & BOARDS TO “FRANK THE CRANK’’—He'’Il fix ’’em right! 
“ On reconditioned prepaid game orders, WE’LL SPLIT THE FREIGHT! (min. $1,000) 
: On KIT orders, WE’LL PAY THE ENTIRE FREIGHT! 


KITS—KITS—KITS 


LOWEST PRICES ON THE NEWEST CONVERSION KITS 


MR. DO!’S WILD RIDE — MAJOR HAVOC — MEGAZONE — TIME PILOT ’84 
CHAMPION BASEBALL Il — CIRCUS CHARLIE — NOVA 2001 — BLASTER 
MYSTIC MARATHON — SPACE ACE (Special $995) — SUPERBIKE ($275) —TIN STAR 
UP & DOWN — JR. PAC-MAN — ELEVATOR ACTION — BOOMER RANGER 


NEW GAMES — CLOSEOUTS 


LASERS—POOL TABLES—BILL CHANGERS—JUKES—PINBALLS 


TAG TEAM WRESTLING ($1545) — PUNCH-OUT — JACKS TO OPEN —VS. TENNIS 
CIRCUS CHARLIE — CENTURY DARTS II — PENNANT FEVER — ICE FIRE ESCAPE 
BIG BAT — VIDEO JUKEBOXES — SPACE ACE — AIR HOCKEY — CROSSBOW 
SPY HUNTER — KINGS OF STEEL — TEN YARD FIGHT — LASER CUE — TAPPER 
TRACK & FIELD — STAR RIDER ($2500) 

E-Z SLATE LIFTER (New $445) — NEW .984, .882, and .900 BRASS TOKENS—5¢ each 


GREYHOUND MODEL 104CT GAMES 


FACTORY OUTLET—LOWEST PRICES ANYWHERE—BUY AT BIG SAVINGS 
6-MONTH WARRANTY—IMMEDIATE BOARD EXCHANGES 


LOCATION-READY SPECIALS 
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Valley National League 
Stimulates Interest in Pool 


By Valerie Cognevich 
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ix years ago Valley developed a 
promotion program designed 
to increase interest 1n pool— 
the Valley National Eight Ball 
League. It has evolved into the 
largest organized pool league 
program in the country. Valley's 
program is_ successful because it 
offers standardized rules of play; a 
handicap system, similar to the 
handicap system in bowling leagues; 
and national player recognition. 
The growth of the league has 
been awesome. In the 1980-1981 
season, the program had 11 charter 
holders with 2,500 sanctioned 
players. The 1983-1984 season 
boasts 60 charter holders with 
17,000 sanctioned players. 
Participation has nearly doubled 
every year since the Valley league's 
inception. States participating in the 
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A national league 15 a selling tool for operators. Players can compete ona natio 


league include: Idaho, Montana, 
North Dakota, South Dakota, Min- 
nesota, Iowa, Illinois, Wisconsin, 
Michigan, Pennsylvania, New York, 
Virginia, Ohio, Indiana, Florida, and 
the provinces of Newfoundland and 
Ontario, Canada. 

In eight of these states, operators 
are required to go through the asso- 
ciation to acquire charters, and it 
decides if the operator must belong 
to the association to acquire a 
charter. In states where the asso- 
ciation is not involved, each opera- 
tor applies for approval for mem- 
bership to the membership board of 
the national association. 

It is interesting to note the Mid- 
western states are strongest in 
league activities. Bill Nemgar, the 
promoter heavily responsible for 
the success of the Valley league pro- 
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gram, made these observations: 
“The operators in the Midwest have 
been aggressively involved in the 
promotion of pool and other games 
of skill and realize their benefits. 
Dart leagues are following this 
pattern by being more prevalent in 
the Midwest because darts is also 
something that involves skill and 
promotion. 

“If you took a map and colored in 
yellow where there were location- 
owned pool tables and blue where 
operators owned the tables, the 
Midwest would be shaded heavily 
with blue. The coast states and the 
Southern states would be yellow 
with green (some location-owned 
and some operator-owned) in the 
outlying areas. I believe that in the 
next five years, operators partici- 
pating in the program will buy back 
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nallevelratherthanjust ona local level. 
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about 80 percent of the location- 
owned tables.’ Some operators who 
have been in the program three 
years or more have exceeded that 
percentage in buying back location 
tables. 


The league program 

Buying back pool tables from 
locations is no easy task. During the 
video boom, operators dropped pool 
tables from their list of priorities 
and let locations get a taste of 
owning their own tables. After all, 
the same space required for a pool 
table could contain several videos 
which make more money than pool 
tables, operators rationalized. When 
video games were hot and locations 
were in demand, operators could 
offer to let the location buy a pool 
table for the right to place video 
games. This was a clear instance 
where the operators were their own 
worst enemies. 

When he started operating in 
Idaho, Nemgar said there were few 
operator-owned tables. In less than 
a year, he had convinced those loca- 
tions to let him place pool tables. 
“Two reasons why locations owned 
their own tables,’ he noted “were 
poor service and the fact that not 
much can go wrong with a pool 
table, making locations feel it was 
easy to just buy the tables them- 
selves.” 

What did Nemgar offer locations 
that they could not get on their own? 
The national pool league program. 
Many areas have local leagues, but 
regardless of how well they are run, 
a player can only be a local cham- 
pion. With the national program, 
players get to compete on a national 
level and are eligible for national 
recognition, awards, and many other 
benefits. The national league is a 
selling tool enabling operators to 
offer locations something extra, 
something that will help them make 
more money. 

The league brings people into the 
location. If a location sponsors two 
teams, with five people on a team, 
that’s 10 people in that locationona 
normally slow night. While two 
people play, the eight other team 
members buy food and drinks, play 
other games, and put quarters into 
the jukebox. Although the video 
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Valley’s national tournament will be held June 14-17 at the 
Grand Hotel in Las Vegas. It has a $20,000 purse. 
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Valley National Eight Ball 
League Association 


The Valley National Eight Ball 
League Association is run by a board 
of directors and operator commit- 
tees. The program was turned over 
to Operators a year ago. 

The association’s committees are 
as follows: 


Executive Committee: 
Chuck Milhem—chairman 
Alan Shaffer—2nd vice president 
and treasurer 
Emil Marcet—secretary and 4th 
vice president 
Gary Nelson—lst vice president 
Gary Benson—3rd vice president 
All chairmen on committees also 
sit on the executive board. The 
committees are: 


Rules & Awards: 

Reviews rules, finds new areas for 
awards, and selects and submits 
recommendations for meritorious 
service awards. Gary Benson, chair- 
man. 


Tournament Committee: 

Coordinates and executes national 
tournament. Bill Nemgar, chair- 
man. 


Publicity: 

Coordinates newsletter, arranges 
for tournament coverage, prepares 
advertising and national champion- 
ship program, and recommends 
registration procedures. Tami Nor- 
berg Paulson, chairwoman. 


Membership: 

Designs programs and procedures 
to encourage the maximum number 
of desirable persons to join the asso- 
ciation, establishes membership 
categories, and establishes criteria 
for membership. Jim Mason, chair- 
man. 


Legislative: 

Interprets official activities 
according to the constitution, estab- 
lishes measures to amend the con- 
stitution, and establishes regula- 
tions for voting procedures. Scott 
Nedberg, chairman. 


Member Services: 

Helps and supports association 
through information aids and educa- 
tion, and presents opportunities for 
a better league. Gene Urso, chair- 
man. 
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boom is past, program participants 
report collection increases in other 
pieces of equipment. 

Leagues also stimulate more pool 
play. Players come to a location on 
certain nights for league play, but 
many play an average of 20 extra 
games during the week for practice. 
Since teams alternate playing at 
different locations, a league also 
enables people to go to locations 
they may not normally frequent. 


Any product acceptable 

The program does not stipulate 
that only Valley tables can be used. 
“I believe some promotions fail 
because you are insulting the intelli- 
gence of those involved if you insist 
Brand X must be used,” Nemgar 
said. “If I operate Brand Y pool 
tables and someone tells me he has a 
great program that will make me 
money but I have to buy his tables 
and 80 percent of my route ts 
another brand, I wouldn't buy those 
tables nor would I be involved with 
his promotion. And location owners 
don’t want to pay for tournament 
kits.” 

Valley believes each manufacturer 
has its own marketplace. In other 
words, if Valley stimulates interest 
in pool and increases the sales of 
pool tables through the league, each 
manufacturer will have its percent- 
age of the increased sales. “By 
keeping the operators healthy and 
increasing interest, Valley will get a 
certain percentage of increased 
sales,’ Nemgar said. “We didn't 
want to restrict the operators,’ he 
pointed out. “The only rule we insist 
upon is that the operator must own 
the table.” 


Program benefits 

The program benefits everyone— 
the player, the location, and the 
operator. The player benefits 
because his skill is recognized. He 
pays a $2 sanction fee and gets a 
sanction card, the national news- 
letter, a shoulder patch, and is eligi- 
ble for the awards program. Plus he 
can take advantage of discounts on 
jackets, hats, and shirts. 

The location pays nothing; it 
must supply players. But the loca- 
tion gets more business and its 
revenues go up. “Once the location 


40 


becomes involved in this program, 
he’ll wonder how he ever did 
without it,” Nemgar said. “There 
was one location that was parti- 
cularly difficult to convince to parti- 
cipate in this program. Once he 
finally became involved, he added 
new pool tables and he is now 
adding an addition on his building to 
add even miore tables!” 

The operator supplies the man 
hours. About two weeks before the 
league starts (anywhere from Sep- 
tember to October), he organizes 
the program. Once it is started, it is 
designed to run itself. Each operator 
can run as many leagues, made up of 
6-12 teams, as he deems appropri- 
ate. An operator can determine how 
many leagues he can handle by the 
number of pool tables on location. 
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Leagues also stimulate 
more pool play. 
Players come to a 
location on certain 
nights for league play, 
but many play an 
average of 20 extra 
games during the 
week for practice. 
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For each pool table, he can have two 
teams. Teams alternate playing at 
different locations, but if a location 
has two teams, there will always be 
one team playing in that location. 

Each league elects a president, 
vice president, and a secretary. 
There are several reasons why each 
league should have its own officers 
elected by the players: 

1. The operator does not have 
time to administer the details of the 
league. 

2. When dealing with many 
locations, it is important that an 
operator remain neutral. If a ques- 
tion comes up about a call on a play, 
someone will be mad no matter 
what the decision. But if the players 
call the president of the league to 
make the decision, no one can be 


mad at the operator. 

3. It would be.difficult for opera- 
tors to handle bookkeeping respon- 
sibilities for many locations. The 
league secretary is the link between 
the operator and the leagues. 


Player payback 

Player payback is 100 percent in 
the Valley league program. Each lea- 
gue decides what dues it will pay 
each week. The money is deposited 
in an account in the league's name, 
and a withdrawal requires the signa- 
tures of the operator and the league 
president. 

The league decides how the 
money will be paid back to the 
players. There are many ways to 
divide the money. The most popular 
way to pay back money is by 
points. “Each player’s points are 
added up and it has nothing to do 
with who ts in first place,’ Nemgar 
explained. “When they pay back by 
points, it doesn’t matter what the 
team standing is in the league. The 
advantage to this is the team doesn’t 
break up. A player could be the best 
player having 1,500 points, but the 
team could be in last place. This way 
he would be rewarded based on his 
performance, not the team’s.” 

A league may even decide to use 
the money to send its team to the 
national tournament. “One league 
used the money to send all the teams 
to the national tournament,’ 
Nemgar said. “Though only one 
team will play in the tournament, all 
the teams are going and will have a 
good time.” 

Each charter holder is eligible to 
send a minimum of one team to the 
national tournament. In some areas 
where the state association has 
authority, it may decide who goes 
with a state tournament with the 
winning team competing in the 
national tournament. 

This year’s national tournament, 
to be held June 14-17 at the MGM 
Grand Hotel in Las Vegas, has a 
$20,000 purse. Nemgar suggests 
that operators interested in partici- 
pating in the league program attend 
this tournament. Operators will be 
on hand to answer questions. Valley 
will also schedule instructional 
seminars through a distributor or 
State association. e 
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LEAGUES & TOURNAMENTS 


Generate Enthusiasm for Foosball 


By Dawn Adorno 


a here’s a new generation 
of foosball players,” said 
Kathy Brainard, director 
of marketing promotions for 
Dynamo Corporation. “Locations 
who have survived the shakeout are 
looking for something new, and 
foosball is coming back strong in 
certain areas of the country,’ she 
added. 

Two Texas-based manufacturing 
companies, Dynamo and Tornado 
Table Soccer, are promoting foos- 
ball to what they feel is a fresh 
market of game players getting their 
first taste of foosball. “We've devel- 
oped foosball players from video 
game players, and video game 
players from foosball players,” said 
Charlie Mack who owns two 
Dynamo tables at his Putt-Putt Golf 
and Games location in Mesquite, 
Texas. 

Foosball enthusiasts say the game 
is becoming more popular because it 
provides and promotes competition. 
“These kids have great hand-eye co- 
ordination, are competitive, and are 
looking for a challenge,” Brainard 
said. ‘“There’s a tremendous depth 
of strategy to foosball along with the 
challenge of reaching a certain skill 
level,’ she explained. 

While video games also inspire a 
degree of competition, it seems that 
players are bored with competing 
solely against machines. In fact, Play 
Meter recently interviewed distribu- 
tors nationwide (June 1, 1984, p. 27) 
on the state of the coin-op market 
today, and in their comments, 
several distributors remarked that 
video games with sports themes are 
achieving great popularity primarily 
because they pit players against 
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other players. 

Charles Ross of Innovative Man- 
agement Consultants explains that 
the renewed interest in games such 
as pinball, pool, and foosball is due 
to the fact that they are all “high- 
touch” machines and that the player 
“feels more in touch with the game. 


After experiencing phenomenal 
growth in the '70s, Brainard said, 
foosball was pushed out of many 
locations three years ago to make 
room for video games. Some opera- 
tors who kept their tables neglected 
them and today are using them as 
filler pieces instead of taking 
advantage of a piece that, if properly 
serviced and promoted, can sustain a 
good, steady income. 


Potential money maker 

“Foosball is the biggest pull in 
every location I have,’ said David 
Courington who, along with his 
wife Denise, operates Tornado 
tables in nine Houston locations. “A 
lot of operators use foosball as just a 
filler game and don’t maintain the 
tables well,” he said. “One operator 
even told me that he didn't have 
time for foosball. The player in me 
cries when I see a table that’s not 
maintained because I like to play 
foosball. These people could be 
making so much money, he con- 
tinued. 

Some operators are concerned 
about the type of players foosball 
attracts, Mack said. “Foosball, 1n my 
opinion, went through a bad time 
when we saw it in the bars or in pool 
halls, and since we are a family 
oriented location, we didn’t want to 
attract people who hang out in bars 


or pool halls. Once we put the tables 
in, however,’ he continued, “I was 
pleased, and my fears were relin- 
quished. The people playing here 
are youngsters starting for the first 
time—15- and 16-year-olds—and 
we gave them a place to play.” 


“One trouble our sport faced was 
the ‘trouble in River City’ type 
thing,’ Brainard explained. “In the 
'60s and early ‘70s, a lot of locations 
were seedy places. Foosball was in 
the center of the room, and people 
loitered around the table. People 
thought foosball brought bad ele- 
ments,’ she added. 


“But video did us a favor. It made 
the whole industry grow, increased 
locations and added quality game 
rooms, and brought us more game 
players than ever. Game rooms 
today are well lit and well super- 
vised. We've removed the bad image 
and don’t have that black eye any- 
more, she said. 


League play and foosball tourna- 
ments have helped to generate 
enthusiasm for the game, and 
inspire players to play more fre- 
quently to develop skills for these 
events. 

How often an operator should 
hold a tournament is up to him, but 
Dynamo and Tornado Table Soccer 
are eager to help operators set up 
tournaments. “Our tournament kit 
has all the things an operator 
needs,” Brainard noted. “It includes 
a book called How to Promote 
which talks about weekly tourna- 
ments and setting up league play.” 
Tornado also provides a pro- 
motional package to anyone who 
inquires about its lease/contract 


41 


program. And both companies 
sponsor major tournaments during 
the year. 


Tournament prizes 

While tournaments generally 
award prize money, operators can 
also consider other kinds of prizes. 
Mack awards tokens, golf tickets to 
play Putt-Putt Golf, and trophies to 
tournament winners. “We try to 
award prizes to half of the field,’ he 
commented. “If 30 people play in 
the tournament, we award 15 or 16 
prizes. We keep the entry fees low— 
just enough to return the cost of the 
trophies alone. We usually charge 
players $1 to enter so that we get a 
variety of players. In tournaments 
that return cash, you get only the 
good players because the amateurs 


won't want to waste $5 to enter 
because they figure they don't havea 
chance to win,’ he noted. 

Tournaments are structured very 
carefully, Brainard said, to try to 
make the prize monies and the entry 
fees balance. There’s a formula for 
the fees charged that runs through 
the entire list of tournament events, 
she noted, and prize money is not 
just chosen at random. 

“We also arrange to get locations 
extra tables for the weekend of the 
tournament if they don’t have 
enough,” Brainard said. “And if the 
location doesn’t take in enough for 
the prize money, we'll split the loss 
with them 50/50,” she added. 

“People are becoming more and 
more interested in foosball,” said 
Joni Hyde, vice president of 
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Tornado and president of the 
Tornado International Table Soccer 
Players Association. “We have no 
problem liquidating $3,000 or 
$4,000 in prize money from entry 
fees if the distributor promotes well. 
If the entry fees exceed the purse 
amount, we throw that into the 
purse too,’ she explained. 

The Tornado International Table 
Soccer Players Association, founded 
in 1983, boasts more than 500 
members whose rankings are deter- 
mined by players’ winnings. Tornado 
classifies its players as Masters, 
Pros, Experts, and Amateur/ Novices. 

Players who join the Tornado 
players association receive a news- 
letter, literature and information 
regarding tournaments, and a 
player's card which allows them to 
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play in sanctioned tournaments. 


Point system 

Dynamo, however, uses a point 
system to rank its players. “We had 
at least 20 regional tournaments this 
year, and they are an opportunity for 
the players to increase their points, 
Brainard said. “Our rankings used to 
be based on the amount of money 
won. But in the old days, you had 
$25,000 tournaments, and today you 
have $2,500 tournaments. Players 
can’t afford to travel to all of the 
tournaments because even if they 
win the prize money, it may not 
cover all their expenses,’ she 
explained. 

Since the prize money is not as 
high, she suggested, many players 
just play locally. “We hope that the 


point system will be an incentive for 
the players to continue playing at 
the local level.” If a location does 
well with weekly tournaments, 
Brainard said, Dynamo encourages 
it to hold a regional tournament. 
The Dynamo World Table Soccer 
Association was recently formed 
and began taking memberships at 
the end of May. The association will 
be instrumental in setting up and 
supervising leagues, Brainard said. 
“You can reach a high level of 
skill in foosball, and there’s a varia- 
tion of skill levels in_ players,” 
Brainard, who ts also a professional 
player, said. The poor players get 
frustrated in tournaments, so the 
league is a good option, she 
remarked. The league stresses a 
team of six or eight people rather 


than the individual player and his 
skill. 

For the operator, the best part of 
league play, she noted, is that during 
the long winter months, teams come 
into a location to compete on a Tues- 
day or Wednesday night with their 
friends and dates and pack the bar or 
game room. Collections are stabi- 
lized because of league play every 
week, she added. 

The number of teams in a league 
depends on what size city the 
location is in, she said, and on how 
many tables are available. Ideally, a 
location will have two teams so that 
each week one team plays at home 
and the other team plays away. 
Having at least one team play at 
home every week helps to stabilize 
the location’s earnings, she explained. 
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Teen players 

Courington is trying to arrange 
for high school teams to play each 
other in league play. “Kids like com- 
petition,’ he said. “Some aren't 
physically big enough to play basket- 
ball and football, but they can play 
foosball. 


“What I’m trying to do is to build 
a younger player group,” he added. 
“I have a minimum of three novice 
tournaments per month, and the 
teams play for trophies only. I'm 
scheduling a high school champion- 
ship tournament in May and will 
award trophies that will be placed in 
the schools. I’m hoping to develop 
foosball as a sport,’ Courington con- 


cluded. 


“It’s tough to get a league organ- 
ized, but once it’s started,” Brainard 
said, “it takes care of itself.’ Players 
generally run the league which takes 
the burden off the operator. 


Promotions for tournaments and 
league play, however, seem rela- 
tively simple. Courington puts out 
monthly calendars listing all of his 
locations and the dates and sites of 
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weekly tournaments. Tornado dis- 
tributors (Tornado refers to opera- 
tors who handle its tables as dis- 
tributors), Hyde said, decided that 
any money taken in from new 
players’ membership in the Tornado 
players’ association is to go toward 
promotions—posters, flyers, etc. 

Mack puts up posters near the 
table game area in his location 
announcing tournaments approxi- 
mately two weeks prior to the tour- 
nament date. He attaches a sign-up 
sheet beneath the poster so that 
players can register to play. But, 
Mack said, most of the publicity 
comes through word of mouth from 
the players themselves. “Our next 
tournament will be held in about 
two weeks,” he said, “and we havent 
set a definite date yet. But weve 
already received between 20 and 30 
calls about it because the interest 
spreads a lot through the players.” 

Mack also displays the trophies to 
be awarded in upcoming tourna- 
ments about two weeks prior to the 
tournament. “Displaying the tro- 
phies helps get the players anxious 
to win them,” he said. 
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Customer loyalty 

“We don’t look at tournaments to 
make money,” Brainard said. “The 
operator makes money before and 
after the event as the enthusiasm 
mounts and generates play. Tourna- 
ments and leagues also build cus- 
tomer loyalty for the location,” she 
said. 

During a tournament, Couring- 
ton said his locations are guaranteed 
a packed house. 


Because tournaments and league 
play attract not only players but 
their friends as well, other machines 
in the game room get more play, and 
taverns sell more drinks than they 
would on an ordinary night. 


“My knowledge of the game and 
the upkeep of the table are the ser- 
vices I offer,’ Courington added. “I 
can keep them in good shape 
because Tornado gives me all new 
parts,” he said. 


Tornado’s lease/contract pro- 
gram provides free parts to its 
distributor/operators. “The dis- 
tributor finds locations and vends 


the tables,’ Hyde explained. “The 


who manufactures, assembles, reproduces, imports, sells, operates, or 
otherwise deals in infringing printed circuit boards or other components of 
the conversion kit known as ‘SUPERBIKE’. As a result of the tremendous 
response to the ‘SUPERBIKE’ conversion kit for Donkey Kong* and the ‘SUPER- 
BIKE’ Game Pack for the CVS conversion system attempts to illegally repro- 
duce ‘SUPERBIKE’ already have been successfully aborted and all perpetra- 
tors are currently being prosecuted. The FBI actively is pursuing known 
infringers and there will be no further warnings—LEGAL PROCEEDINGS WILL 


contact Crown Vending Corp., P.O. Box 19, Corona, New York 
11368. Telephone: 212/592-7070. 


* Donkey Kong is a registered trademark of Nintendo. 
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location gets 50 percent of the gross 
receipts, the distributor gets 25 
percent, and Tornado gets 25 
percent. Once we have a distributor 
in a certain area, we won't lease to 
anyone else in that area. Right now 
we have distributors in 19 different 
states, she said. 

Dynamo, on the other hand, sells 
its tables to distributors, who in 
turn, sell them to operators. “We 
don’t sell direct to operators,” 
Brainard said, ‘and we discourage 
distributors from selling to loca- 
tions.” 


Maintaining a table 

“Maintaining a foosball table can 
be expensive,” Courington admits, 
“but with the Tornado program, it 
doesn’t cost me anything.” 

Some operators, Courington 
observed, shortchange themselves 
with poor equipment and main- 
tenance. “Some don’t understand 
the game at all and what it takes to 
maintain a table,” he said. 

The surface of the table, he said, 
should be continually cleaned (at 
least twice a day) to get rid of ciga- 
rette ashes and other dirt and grease. 
Keep the rods lubricated, he advised. 
“T use silicon. Don’t get the spray— 
get the liquid—because the spray 
has an oil type base propellant that 


wears away on the bumpers.” Also, 
Courington said, keep the men and 
the handles tight, and replace rods 
that are bent. 

“I put new or like-new balls in the 
games every week,’ he noted. “I 


TOI 
Foosball Player Associations 


Dynamo World Table Soccer 
Association 

c/o Dynamo Corporation 

1805 S. Great Southwest Pkwy. 
Grand Prairie, TX 75051 
Telephone: 214/641-4286 
Toll-free: 800/527-6054 
Contact: Kathy Brainard 


Tornado International Table 
Soccer Players Association 
c/o Tornado Table Soccer 
3910-12 Mansville Highway 
Ft. Worth, TX 76119 
Telephone: 817/536-1194 
Contact: Joni Hyde 


recondition the balls by putting 
them into the washer and dryer. | 
glued sandpaper to the walls of the 
dryer and the dryer rounds the balls 
and gets the nicks out of them. (This 
just works for Tornado balls.) Of 


course, you can't use the dryer for 
clothes anymore,” he added. 

Foosball tables, he said, should be 
treated with kid gloves. “Foosball is 
a rough sport by nature, and although 
Tornado tables are virtually inde- 
structible, they can’t withstand all of 
the punishment they take without 
proper maintenance,” he said. 

Mack agreed that daily cleaning 
and lubrication of the rods are 
important in the upkeep of the 
table. He uses a small hand vacuum 
to pick up dust from the table, and 
then cleans the rods with a standard 
window cleaner. He uses Pledge 
spray to lubricate the rods, and 
cleans the Formica surface every two 
or three days with the window 
cleaner. 

“Dynamo tables are well-built, 
and we have had few problems,” he 
said. “Our foosball area is well-lit, 
with clean, new tables that attract a 
competitive spirit,’ Mack con- 
tinued. “Foosball needs good pro- 
motions from operations like ours 
to get people to play nationwide.” 

“Foosball is, without a doubt, the 
best return on investment on the 
market right now,” Brainard said. 
“What else costs $800 and with a 
little promotion will give the opera- 
tors such a steady income? It’s what 
the operator needs right now.” @ 


Dynamo launches nationwide 
table soccer tour 


Dynamo Corporation kicked off 
its nationwide 1984 Table Soccer 
Tour in Los Angeles March 23-25 
with the $2,500 Los Angeles Open. 
The Los Angeles competition was 
the first of the more than 20 events 
on the 1984 tour which offers a total 
of more than $100,000 in cash and 
prizes. 

Based on the same promotional 
concept as last year’s tour, this year’s 
program features mostly regional 
tournaments awarding between 
$1,000 to $5,000 in prize money. 
These smaller tournaments are co- 
sponsored by operators and location 
owners and are usually held in the 
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game room or tavern, keeping the 
promotion at the location in order to 
stimulate interest in the sport at the 
local level. 

To keep the interest level (and 
quarter revenue) high, not only 
before but also after the regional 
promotions, the 1984 Dynamo tour 
is also offering three major tourna- 
ments. The first of these, the 
$12,000 U.S. Open, took place in 
Reno on April 20-22. The $12,000 
National Championships will take 
place during Memorial Day week- 
end, May 25-28, in Denver. 

The third major tournament— 
and the high point of the tour—will 


be the $40,000 Dynamo 1984 World 
Championships, taking place August 
31 through September 3 in Dallas. 
More than 1,000 players from the 
United States, Canada, and Europe 
are expected to attend the four-day 
extravaganza which, in addition to 
world-class competition, will offer 
group outings to Dallas tourist 
attractions such as the Six Flags 
Over Texas theme park and the 
Southfork Ranch, home of. tele- 
visions J.R. on the program 
“Dallas.” 

More regional competitions con- 
tinue throughout the fall and winter 
months (four have already been 
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... when the game is on the line, 
they want to play it on a Valley! 


... why Valley tables are 
selected as the official tables 
or the top tournaments, 
including: 


The BCA All-American Team 
Tournament and the BCA National 
8-Ball Championships, May 24-29, * 
1984, Fort Worth, Texas. Forty new | 
Valley Cougar Cheyenne coin- 
operated pool tables have been 
selected as the official table for both events. 


SEE THE FULL LINE OF VALLEY HOME POOL TABLES 


_.. the Jaguar, El Tigre, Tiger Cat Bumper Pool® Table, plus the unique Exe-Cue-live 


pool table desk, at the Valley exhibit, Booths 406-7-8 and 506-7-8, BCA Trade Show 
‘84, Fort Worth, Texas, May 24-26. 


Play wilde Ue Yond THE VALLEY COMPANY 


Subsidiary of Kidde, Inc. 


pute the gn 
cee c P.O. Box 656, Bay City, Ml 48707 * (517) 892-4536 


Sales “Hot Line” (800) 248-2837 « TELEX NO. 234218 
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The Dynamo $2,500 Los Angeles Open, held at Phil’s Family Fun Center, 


drew players from six states, some from as far away as Alaska and Illinois. 


Shown here competing in the Open Doubles event are (1 to r) 
Mitch Curley and Tom Phippen, part of a large group of “Fremont Foosers” 
who traveled from northern California for the tournament. 


In the finals of the Open Singles competition, 
past World Champion Tony Bacon (1) of Los Angeles 
battles Thor Donovan of Pacheco, California. Bacon won the match. 


scheduled for the fall), but the main 
focus of Dynamo’s table soccer pro- 
motions from September through 
March of ’85 will be a new national 
league program. 

“In the past, as table soccer 
evolved from a tavern game to a 
professional sport, we saw the 
activity move from the locations 
into hotel ballrooms, causing the 
large player base to erode, leaving 
nothing but an elite group of pro 
players,’ explained Kathy Brainard, 
Dynamo’s director of marketing 
promotions. “We believe that the 
key to a successful future for table 
soccer lies in the creation of a pro- 
gram that allows players of all skill 
levels to enjoy competing on a 
weekly basis at the local level. 

“Weekly tournaments continue to 
play an important part in the pro- 
motion of table soccer, but too often 
it's the same players who win over 
and over again,’ she continued. “A 
league format, with friendly com- 
petition between evenly-matched 
teams of six to eight players, is just 
what the sport needs. City table 
soccer leagues have proven to be 
very successful in the past, but this 
will be the first time that a league 
program has been organized on a 
national level.” 

Plans call for the league to have 
two divisions of play: one for game 
rooms and one for taverns. Division 
winners will play off at the local, 
state, and regional levels, with the 
Dynamo National League Cham- 
pionships taking place in the spring 
in conjunction with a major tourna- 
ment to kick off the 1985 tour 
schedule. 

“A national league program 
during the fall and winter months 
nicely complements our regional 
tournament program,’ stated Mark 
Struhs, vice president of marketing. 
“The two programs will work 
together to help us achieve our goal 
of increasing on-location play on a 
year-round basis.” 

Tour posters, location tourna- 
ment kits, and player newsletters 
are available, free of charge. For 
more information about Dynamo’s 
promotions, contact: Kathy Brainard, 
Dynamo Corp., 1805 S. Great South- 
west Parkway, Grand Prairie, TX 
75051. Telephone: 214/641-4286 or 
800/527-6054. e 
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Operators Score Success 
With Electronic Darts Leagues 


By Laura Braddock 
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perators, looking for steady 
() earners that will bring a 

return on investment, are 
considering electronic darts games, 
especially as league pieces. 

“I don’t know if this is the solu- 
tion, but it may be one of them,” said 
Mike Trucano, sales manager of J- 
Mak Distributors in Deadwood, 
South Dakota. “Several operators in 
this area are looking for something 
to pick up their income.” 

Arachnid manufactures English 
Mark Darts, one of the electronic 
darts games on the market. Marcio 
Bonilla, Arachnid’s director of sales 
and marketing, said he conserva- 
tively estimates there are about 
15,000 English Mark Darts games 
on location in the United States. 
And, according to Sam Zammuto, 
Arachnid’s assistant to the president 
and an accomplished electronic 
darts player, there are about 600,000 
to 800,000 plastic tip dart players 
nationwide. (Zammuto estimated 
there are about 4 million steel tip 
players in the United States.) 

An operator can buy an English 
Mark Darts game from his distribu- 
tor for under $2,000. Arachnid also 
offers operators suggested rules on 
dart play and information on pro- 
moting electronic darts. But opera- 
tors are not obligated to follow 
Arachnid’s suggestions. 

Zammuto said electronic darts 
games owe their popularity to their 
competitive play and to their scoring 
and safety features. “Either a manor 
a woman can play the game and be 
competitive with each other. And 
you don’t have to keep score because 
its electronic scoring—it auto- 
matically does it for you. With the 
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safety tip (on the dart), there is no 
harm in getting hurt. This makes it 
very popular in a bar where there 
are a lot of people drinking.” 

“I don’t know why they are so 
successful,’ Trucano said. “One 
reason may be that the electronic 
game keeps score for you.” 


IDEA 


Produces Darts 


IDEA (Industrial Design 
Electronic Associates, Inc.) also 
produces electronic darts games 
including Royal Dartes, Cen- 
tury Dartes, and All-American 
Darts. 

Sondra Tague, IDEA’s sales 
and service coordinator, said 
there are more than 2,000 IDEA 
electronic darts games on loca- 
tion in the United States. 

IDEA works through dis- 
tributors and offers operators 
information and tournament 
kits, including trophies and 
patches. “We have a lot of infor- 
mation at our fingertips. We 
work closely with the operators 
and shooters. We back them up 
as a manufacturer and provide 
support to state associations, 
Tague said. She explained that 
IDEA supports distributors and 
operators by giving them 
guidance on darts regulations 
from state to state. 

For more information on 
IDEA’s electronic darts games, 
write the company at Route 
One, Sycamore, IL 60178. 
Telephone: 815/895-8188.  ° 


League play 

Trucano recently bought eight 
English Mark Darts games and, at 
this writing, was in his second week 
of league play. “So far it has been 
very good for us,” he said. “We are 
doing better than we expected.” The 
total take at his dart league locations 
has increased, but since the league is 
so young, percentages weren't avail- 
able. But Trucano credits his darts’ 
successful beginning to league play. 
“If you don’t have a league or 
ongoing promotion, darts will fail. I 
feel this is the only way they will 
work,” he said. 

To start an electronic dart league, 
Bonilla recommends operators 
begin with at least four games. “Try 
to place them near each other (in 
different locations)—such as across 
the street from each other,’ he 
suggested. “You need to build a com- 
petitive spirit between two taverns, » 
Zammuto added. Operators should 
next recruit four players at each 
location to comprise a team. Then 
when each of the four locations 
forms a team, they can compete ona 
regular basis and play can be alter- 
nated in each of the locations. 

To introduce players to darts, 
Trucano sponsored a free dart pro- 
motion at each location from 7 to 9 
p.m. He attended the promotions 
and brought dart rules and sign-up 
sheets. The next week, he held an 
organizational meeting and formed 
an 18-team summer league. 

The dart game 301 is played by 90 
percent of the leagues, Zammuto 
said. “It’s the most popular dart 
game in the world of any kind of 
darts,’ he added. The player begins 
the game with 301 points on the 
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board. He scores the highest num- 
ber of points he can with the goal of 
reaching 0. “The player who reaches 
O perfect wins the game,’ Zammuto 
explained. For instance, if you have 
17 points left, you must hit a 17. 
“The skill part of the game is the 
ending part of the game,” he added. 

Zammuto said it only takes a little 
more than 6 minutes for two teams 
to compete on 301. But, as in 
Trucano’s case, is it difficult to intro- 
duce players to darts? “As soon as 
they put in a quarter and throw the 
first dart, and it automatically scores 
for them, they learn how to play 
darts,’ Zammuto explained. “The 
game of darts is 300 years old. In 
1976, we plugged it into the wall. 
People play darts when they go toa 
fair, or they see a dart game in their 
basement but don't know how to 
score. Our game scores for you. It 
makes it very simple to play a game 
of darts. You don’t have to write 
anything on a chalkboard or paper.” 

“You will be intimidated until you 
throw the first dart,’ Bonilla said. 
“Anybody can play. The machine 
will score something for you.” 


Various leagues 

Operators can also sponsor more 
than one league. There are four 
categories: mixed doubles, men’s, 
women’s, and masters. The masters 
are the league's top players grouped 
into teams. The masters also usually 
play a more difficult game called 301 
Double In Double Out. The game 
starts with 301 points, Zammuto 
explained. To begin the game, a 
player must hit the outer ring on the 
dart board (which is a small double 
ring). Then he scores points trying 
to reach zero. To end the game, the 
player must only hit the outer ring. 
In other words, if a player has 20 
points left, he must hit the outer 
ring of the double 10. 

Skill patches can be awarded for 
prizes. The six-dart out badge is 
awarded for a perfect game, while 
seven, eight, and nine-dart out 
badges are awarded for near perfect 
games. League championship badges 
and trophies are also awarded. 

Dart leagues normally begin in 
the fall and have a season of up to 26 
weeks, and then the playoffs begin. 
After league play ends, however, 
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Arachnid’s Sam Zammuto and Marcio Bonilla invite operators, through their 


distributors, to attend a darts seminar in Rockford. 
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people still play electronic darts. 
“Dart play is all year long,’ Bonilla 
said. “After a league ends, profits 
can go up because of the people 
waiting to play the games since they 
were occupied (by leagues) for so 
long.” Darts tournaments are also 
held on weekends throughout the 
year. Arachnid makes announce- 
ments for leagues and for dart tour- 
naments by putting the information 
on a mailing list. Arachnid hopes to 
have a national tournament in about 
a year to a year and a half. ‘It’s just 
getting everybody organized in each 
state,’ Zammuto said. 

Once operators start local play, 
Zammuto and Bonilla say each loca- 
tion's earnings on the darts game 
and the location’s food and liquor 
business can double. “From our poor 
locations to our good locations in a 


league, collections run from $175 to 
$400 a week,” Zammuto said. “It’s 
definitely guaranteed play because 
the schedule says players must show 
up, so they all put in their quarters.” 
“Non-league locations’ games make 
from $80 to $140 a week,” Bonilla 
said. 

It costs 25 cents per person to play 
301. There are four players on a 
team so an operator can make $1 ina 
little under six minutes. 301 Double 
In Double Out costs 50 cents per 
person to play. In all, there are eight 
games on English Mark Darts. 

As far as service is concerned, 
Bonilla said the games have few pro- 
blems. “Compare them to a video 
when it comes to service,’ he said. 
Trucano hasn't experienced serious 
service problems on his new games 
and said they are ‘fairly reliable.” 
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However, he said servicemen 
changed a lot of the touch buttons on 
English Mark Darts and mounted 
them on the side of the game so they 
won't get “pounded as much.” 
“Under normal wear and tear, a 
game can last five to seven years," 
Zammuto said. An operator needs 
to leave 8 feet out from the game 
and 7 feet in height for a playing 
area. English Mark Darts is 206 
inches wide and 7 feet tall. 


Diverse players 

Aside from its earnings, manu- 
facturers laud electronic darts’ 
ability to attract all types and ages of 
people. “We do best in taverns, your 
neighborhood bars, but we also have 
a lot of three-piece suit places,’ 


Zammuto said. “The people seem to 
mix back and forth with no pro- 
blems whatsoever. We have people 
who are 21 playing our game. We 
also have people 66 years old 
playing our game.” 

“Everybody will play darts,” 
Bonilla said. “A doctor, lawyer, and 
mechanic will play against each 
other. You can compare it to 
bowling. It’s a very easy way for 
people to meet each other—it's a 
sociable game.” 

“It attracts people who would 
never dream of putting quarters ina 
pin or video,’ Trucano said. He 
added that a VFW club is one of his 
good dart locations. 

Electronic darts are getting play 
in all areas of the country now, not 


Arachnid Forms Association 


At press time, Play Meter learned that Arachnid ts laying ground- 
work for an English Mark Darts international association that will 


debut August 11. 


This association will help to standardize regulations and formats 
for tournaments and leagues, providing a means of standing competi- 
tion to a regional and national level, and promote a national sense of 
identity and enthusiasm among English Mark Darts players. 

Membership will be offered to distributors, operators, and indi- 
viduals. Each member will receive an embroidered patch and a plastic 


embossed membership card. 


Arachnid will also publish a monthly magazine for members with 
articles and pictures of English Mark Darts events nationwide. Opera- 
tors interested in contributing to the magazine should contact Sam 
Zammuto or Marcio Bonilla at Arachnid’s toll-free number 800/435- 


8319 or 815/962-3919 in Illinois. 
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Dart play is becoming popular nationwide—not just in the northern states. 
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just in Northern states. Bonilla said 
some of Arachnid’s best states are 
Wisconsin, Minnesota, Texas, 
Washington, Oregon, Iowa, Illinois, 
and Arizona. “They play darts in 
every part of the United States in 
hot weather or cold weather,’ 
Zammuto explained. “We got a call. 
the other day from Alaska.” In 
Illinois and Wisconsin, he added, 
couples often play darts when they 
go out on dates. 

Personalized darts is another ser- 
vice Arachnid offers players. The 
company manufactures pro darts 
(they come in different weights) 
that are sold by the set. “We try to 
sell them as cheaply as possible to 
end up in players’ hands so they can 
get very confident and very skillful 
at darts,’ Zammuto said. 

Darts seems to be popular now. 
Distributors nationwide report 
successful dart leagues. But will its 
popularity fade? “There will always 
be pool tables,’ Zammuto said, com- 
paring darts to other basic industry 
equipment. “It doesn’t look like it 
will ever phase itself out.” In Green 
Bay, Wisconsin, he pointed out, 
there are youth dart leagues. Chil- 
dren can play electronic darts from 
10 to 12 on Saturday mornings. 

“We put a coin chute into a game 
that’s 300 years old,’ Bonilla said. 
“You have to rotate videos, but dart 
games are totally different. When a 
player gets good at darts, he puts 
more money into the game. When a 
player gets good at a video, he puts 
less money into the game.” e 
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Shuffleboard Players, Promoters 
Aim for National Organization 


By Dawn Adorno 


moters are combining their 

efforts in an attempt to estab- 
lish and organize shuffleboard 
leagues and tournaments on a 
nationwide level. 

“The last 15 months have been 
fantastic,’ said Sol Lipkin, sales 
manager at American Shuffleboard, 
speaking of operator and player 
interest in the game. Although no 
one has organized a definite nation- 
al player base or developed a nation- 
ally accepted system for ranking 
players and establishing handicaps, 
shuffleboard players, along with 
manufacturer American Shuffle- 
board, are taking steps in that direc- 
tion. 

“It's been a main concern of 
mine, said George Wilber who, 
with his wife Donna, publishes a 
monthly newsletter called The 
Board Talk for shuffleboard enthu- 
siasts in the Michigan area. 

Providing a handicap system for 
players of different skill levels and a 
method of ranking players, Wilber 
said, “could break it (shuffleboard 
competition) wide open” and put it 
on the same level as pool and foos- 
ball competition. 

One organization, the United 
States Shuffleboard Association 
(U.S.S.A.), founded 20 years ago by 
Billy Mays, has approximately 120 
members, but expects to exceed 700 
members by August, Mays said. The 
association has just recently become 
involved in holding major national 
tournaments this year in Las Vegas. 
U.S.S.A. held a $26,000 tournament 


G neces ae players and pro- 


PLAY METER, June 15, 1984 


Sol Lipkin 


in January and a $35,000 tourna- 
ment in April. 

Another tournament is planned 
for August 9-12 at the Showboat 
Hotel in Las Vegas. Bill Melton of 
U.S.S.A. said that the entry fee will 
be $250 per player in addition to a 
$100 fee to join the association. 
Plans are also being made for a 
$100,000 tournament to be held 


next year. Players’ entry fees, along 
with contributions from the associa- 
tion, make up the purse for the 
winners. 


Major sponsors 

One problem facing the organi- 
zation of national tournaments is 
that, unlike pool and foosball, the 
sport has no major sponsors to date. 
Meetings with potential sponsors 
are currently being held, and Lipkin 
said that “the door has not been 
closed yet.” Getting national spon- 
sors for shuffleboard tournaments 
could help alleviate high entry fees 
and expand the player base for 
national tournaments. (Entry fees 
for the April U.S.S.A. tournament 
were $800 per player.) 

“We're trying to get sponsors so 
that the players won't have to put up 
so much money, Melton said. “The 
January tournament was super, he 
continued. “We cut off at 32 entries, 
and we could have had 32 more.” 
The tournament awarded cash 
prizes to the top four players—first 
prize was $17,500. The association's 
April tournament offered a first 
prize of $20,000, but turnout was 
low, Melton said, because it was held 
too soon after the January extrav- 
aganza and because some Las Vegas 
workers were on strike. 

Not all shuffleboard tournaments 
are aS extravagant, and operators 
can hold tournaments at their loca- 
tions and decide on their own entry 
fees. 

The U.S.S.A. offers to set up 


weekly regional tournaments for 
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taverns that pay a $100 yearly 
membership fee, Mays said. Players 
pay $5 to participate. Four dollars 
goes toward the prize money and $1 
is held in a side pot for the year-end 
championships. Local tournament 
winners are eligible for statewide 
tournaments. The winner of the 
competition among state cham- 
pions becomes a pro and is awarded 
an all-expense paid trip to the 
national tournament to play other 
pros. 

Street operators with shuffle- 
board locations who haven't bene- 
fitted from league or regional tour- 
nament play can obtain free infor- 
mation from American Shuffle- 
board League Inc. in New Jersey. 
Lipkin said that the company has 
received a lot of inquiries and that 
American Shuffleboard also pack- 
ages information in all of its new 
tables shipped. The package 
includes membership information, 
an official league booklet, score 
sheets, house league kits, and pro- 
motional material for the location. 

Regional tournaments are held in 
all parts of the country and are 
generally run in the same way as 
other types of tournaments. Entry 
fees collected make up the purse for 
winners prizes. Locations chart 
Opponents, draw tournament 
brackets, and depending on the 
location, players face either single or 
double elimination. 


Two-day tournaments 

Wilber said tournaments in his 
area (Lansing, Michigan) generally 
last two days because an average 
game of shuffleboard lasts between 
20 and 30 minutes. “We play for 15 
points,’ he explained. “We used to 
play for 21, but we changed it 
because of the time factor.” Players 
compete in singles, doubles, and 
mixed doubles events. 

League play, Wilber said, requires 
players to pay $15 per team per 
week. Teams are generally com- 
prised of six regular players and four 
substitutes, and teams participate in 
nine games per night. The team 
members are divided into three sets 
of two players who each play three 


games. 

Locations benefit because league 
play is usually held on an “off” night, 
Wilber said. “It’s a business advan- 
tage for the lounge,” he explained, 
“because it draws a crowd to the 
location and promotes interest in 
the game. You get a built-in busi- 


Shuffleboard has been 


primarily a tavern 
piece, but arcades 


are beginning 
to offer it 
on a time basis. 


ness, particularly if the tavern has 
two teams—one that plays at home 
one week while the other plays 
away. 

“Our league in the greater Lans- 
ing area has grown from 10 teams to 
24 teams,’ he added. League play 
this year was held from early Sep- 
tember through mid-March. 


For more information on shuffle- 
board leagues and tournaments, 
contact: 


American Shuffleboard 
Co., Inc. 

210 Paterson Plank Rd. 
Union, NJ 07087 
Telephone: 201/865-6633 
Sales Mgr.: Sol Lipkin 


The Board Talk 

3206 Alfred Avenue 

Lansing, MI 48906 

Telephone: 517/321-0008 

Publishers: George and Donna 
Wilber 


United States 
Shuffleboard Association 
Rt. 1 Box 117-G 

Kemp, TX 75143 

Telephone: 214/498-2415 
President: Billy Mays 


A standard shuffleboard table 
measures 22 feet in length, so a 
location has to be large enough to 
install the table. In addition to the 
table itself, Wilber said, operators 
need additional supplies. “A brand 
new table costs about $3,500,” he 
said, “but if you take good care of it, 
it will last forever.” 

A set of good pucks, he noted, cost 
around $70, and a T-square to 
measure close shots about $4. 
Powder, which makes the pucks 
slide more easily over the table's 
surface, runs $35-$40 per case, and 
powder is generally added to the 
table's surface after every three to 
five games. Paste wax, which should 
be applied once a year, Wilber said, 
gives the table a protective finish. 

Even when a shuffleboard gets a 
lot of play, he commented, it only 
needs to be resurfaced once every 
five years. This usually costs about 
$300. 


Younger players 

While many shuffleboard players 
today are in the 40- to 50-year-old 
age bracket, Melton said there is 
interest from a lot of younger 
players as well. “We played 20 years 
ago when shuffleboard was real 
strong, Melton recalled. “It sort of 
died out, but we continued to play 
and traveled in order to play.” 

Shuffleboard has been primarily a 
tavern piece, but Mays said that 
arcades are beginning to offer the 
game to players on a time basis. One 
arcade in Dallas, he offered, has nine 
shuffleboard tables and charges 
players $2 for a 45-minute game. 
“They stay busy all the time,” he 
said, “and players have to get on a 
waiting list to use the tables.” 

Shuffleboard is strong in arcades 
in Texas, California, Washington, 
and Nebraska, he said. ‘“Shuffle- 
board is making a big comeback 
now, Mays stated. “There’s more 
interest today than there has been 
since 1960.” 

And with the efforts of organiza- 
tions like the U.S.S.A., Board Talk, 
and American Shuffleboard, players 
should be seeing more promotion 
and emphasis on the game. e 
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Air-Table-Hockey 

P.O. Box 1024 

Boulder, CO 80306 

Phone: 303/444-0164 

Pres. & Sales Mgr.: Mark J. Robbins 
Product line: Formica-top, atr- 
cushion hockey table; tournaments 
and promotions; mallets and pucks 


American Shuffleboard Co., Inc. 
210 Paterson Plank Rd. 

Union City, NJ 07087 

Phone: 201/865-6633 

Service Mgr.: Leo Stelter 

Product line: shuffleboards, pool 
tables, bumper pool tables, parts for 
shuffleboards and pool tables 


Arachnid, Inc. 

208 N. Madison St. 

Rockford, IL 61104 

Phone: 815/962-3919 

Toll-free: 800/435-8319 

Parts Mgr.: Shirley Merlo 

Product line: electronic dart game 
and parts 


Brunswick Corporation/ 
Brunswick Division 

Sales Office: 

7040 N. Ridgeway Avenue 
Lincolnwood, IL 60645 

Phone: 312/470-4094 

Director of Billiards: Jim Bakula 


Parts and Service: 

325 Brunswick Lane & Hwy. 11E 
Marion, VA 24354 

Phone: 703/783-3121 

Service Mgr.: Carl Powers 

Product line: billiard tables, supplies, 
and accessories 


Continental Manufacturing 
611-623 Holt Street 
PA). Box 3257 


Montgomery, AL 36109 

Phone: 205/272-2460 

Service Mgr.: Bill Windsor 
Product line: coin-operated pool 
tables 


Dufferin, Inc. 

4240 Grove Avenue 

Gurnee, IL 60031 

Phone: 312/244-4762 

President: Bob Nixon 

Product line: Bowlingo bowling 
alley, Challenger pool table, billiard 


cues and cloth 


Dynamo Corporation 

1805 S. Great Southwest Pkwy. 
Grand Prairie, TX 75051 

Phone: 214/641-4286 

Toll-free: 800/527-6054 

Sales & Service: Mark Struhs 
Product line: pool tables, soccer 
tables 


Game Technology, Inc. 

912 N. Main St. 

P.O. Drawer 206 

Shelbyville, TN 37160 

Phone: 615/684-4100 

Service Mgr.: Jess Butler 

Product line: Bumper Shuffleboard 
table 


Global Billiard Manufacturing Co. 
1263 West 132nd St. 

Gardena, CA 90247 

Phone: 213/327-0562 

President: Torben W. Gramstrup 
Product line: coin-operated pool 
tables and accessories, full line of 
commercial and home pool tables 


IDEA (Industrial Design 
Electronic Associates) 
Rt. 1 Brickville Rd. 
Sycamore, IL 60178 


TABLE GAME & 
DART MANUFACTURERS 


Phone: 815/895-8188 

Service Mgr.: Bill Scholl 

Product line: electronic dart games 
and accessories 


Imperial International 

6 Empire Blvd. 

Moonachie, NJ 07074 

Phone: 201/440-6811 

Sales & Service: Mike DiMotta 
Product line: Premier soccer table 


K Enterprises 

243 Dixon Ave. 

Amityville, NY 11701 

Phone: 516/842-4242 

Service Mgr.: James Fish 

Product line: coin-op and home pool 
tables, Klub pool and air cushion 
games 


Montana Billiards Supply 
Manufacturing Co. 

134 Regal St. 

Billings, MT 59104 

Phone: 406/259-4898 

Service: Tom Orth 

Product line: pool tables and billiard 
room equipment, billiard supplies, 
ball polishers; antique and modern 


pool tables 


Murrey & Sons Co., Inc. 

14150 S. Figueroa St. 

Los Angeles, CA 90061 

Phone: 213/323-1752 

Service Mgr.: Patrick Murrey 
Product line: pool tables, soccer 
tables, billiard accessories 


National Billiard Mfg. Co. 
Division of Ebsco Ind. Inc. 
3956 Virginia Ave. 
Cincinnati, OH 45227 
Phone: 513/271-8888 
Toll-free: 800/543-0880 


—————E———————————————r———— 
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ycket Profit 


with tables that mean 


BUSINESS! 


UBI Tables mean more 
dollars in your pocket 
because our tongue & 
groove construction 
assures longer table 
life! 


Bl Tables mean 
better value because 
of our exclusive 
workS-in-a drawer 
construction. 


CALL COLLECT 
201-686-7030 


and ask for Jack Morris... . 


© 


He's Out to Make 


UNITED BILLIARDS, INC 


So) PROGRESS STREET 
UNION. NJ 07083 


General Mgr.: Steve Verdin 

Product line: pocket billiard and 
snooker tables, bumper pool, table 
soccer, air hockey games and parts 


Penn-Ray Sutra Corp. 
Pennsylvania office: 
P.O. Box 1088 
1705 Winchester Rd. 
Bensalem, PA 19020 
Phone: 215/638-4720 
Toll-free: 800/523-8934 
(outside PA) 


California office: 

17960 Crusader Ave. 

Cerritos, CA 90701 

Toll-free: 800/423-4781 

Product line: Tournament Soccer 


foosball tables, billiard supplies 


Tornado Table Soccer 

3910-12 Mansville Hwy. 

Ft. Worth, TX 76119 

Phone: 817/536-1194 

President: Ed McCloud 

Product line: table soccer machines 
and parts 


U.S. Billiards, Inc. 

243 Dixon Ave. 

Amityville, NY 11701 

Phone: 516/842-4242 

Service Mgr.: James Fish 

Product line: coin-op pool tables, 
air-cushion games 


United Billiards, Inc. 

(U.B.1.) 

1 Progress St. 

P.O. Box 37 

Union, NJ 07082 

Phone: 201/686-7030 

General Mgr.: Alex Macino 
Product line: coin-op and home pool 
tables; parts and accessories 


Valley Company 

(subsidiary of Kidde Inc.) 

P.O. Box 656 

Bay City, MI 48707 

Phone: 517/892-4536 

Toll-free: 800/248-2837 

Sales & Service: Emil Marcet 
Product line: coin-operated pool and 
bumper pool tables, soccer tables, 
two-piece cues 
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Albany Billiard Ball Co., Inc. 

483 Delaware Ave. 

Albany, NY 12209 

Phone: 518/434-8187 

Sales Mgr.: R. Simpson 
Tournament grade phenolic resin, 
pool balls, bumper balls, snooker 
balls, billiard balls 


Amusement Emporium 

6880 S. Emporia St. 
Englewood, CO 80112 

Phone: 303/790-0885 
Toll-free: 800/525-7059 
Billiard supplies; foosball parts 


Amusement Supply, Inc. 

2324 Apollo Circle 

Carrollton, TX 75006 

Phone: 214/446-9770 

Toll-free: 800/527-0433 

Sales Mgr.: John McDowell 
Billiard supplies; foosball parts; 
shuffle game supplies 


Celebrity Billiard Corp. 

340 E. Alondra Blvd. 

Gardena, CA 90248 

Phone: 213/327-6585 

Billiard accessories and supplies; 


cues, balls, cloth billiard table parts 


Challenger Products 
705 N. Bowser, Suite 108 
Richardson, TX 75081 
Phone: 214/680-9890 
Toll-free: 800/527-5853 
Owners: Mark Lund and 
Terry Deutsch 
Billiard supplies, foosball parts, 


chemicals 


Crown Billiard & Sound Inc. 
180 Sunrise Hwy. 


Rockville Center, NY 11570 
Phone: 516/678-3220 or -3224 
Billard supplies 


D & R Industries 

7111 N. Capitol Dr. 

Lincolnwood, IL 60645 

Phone: 312/677-3200 

Toll-free: 800/232-2852 

Sales Mgr.: Herb Grindel 
Championship billiard cues, acces- 
sories, billiard table replacement 
parts 


F. Grote & Hubbell Co. 

Division of Ebsco Industries Inc. 
3956 Virginia Ave. 

Cincinnati, OH 45227 

Phone: 513/271-8888 

Toll-free: 800/543-0880 

Sales: Mark Bailey 

Biliard supplies and parts; cue 
sticks, balls, cloth, racks 


Charles W. House & Sons 
19 Perry St. 

Unionville, CT 06085 
Phone: 203/673-2518 
Sales Mgr.: David Brooks 
Billard cloth 


Imperial Billiards Industries 
5116 Azusa Canyon Rd. 
Irwindale, CA 91706 

Phone: 213/962-1024 
Billiard and foosball supplies 


Insport, Inc. 

12008 10th Ave. NW 

Seattle, WA 98177 

Phone: 206/367-2420 

Toll-free: 800/562-4710 (WA) 
800/426-4740 (outside WA) 

Sales Mgr.: Gary Pepple 


TABLE GAME SUPPLIES 
AND ACCESSORIES 


Full-line billiard parts and supplies 


International Billiards, Inc. 

2311 Washington Ave. 

Houston, TX 77007 

Phone: 713/869-3237 

Toll-free: 800/392-2482 (TX) 
800/231-5992 (outside TX) 

Sales Mgr.: Olan Tomme 

Billard supplies and accessories, cue 

repair machines and supplies, 

shuffleboard supplies, darts, foosball 

parts & supplies, slate, slate repair 


epoxy 


J-S Sales Co., Inc. 

24 S. Third Ave. 

Mt. Vernon, NY 10550 

Phone: 212/324-3830 

Toll-free: 800/431-2944 

Regional Sales Mgrs.: Jim Royston, 
Jeff Blackoff, Ben Cirlin, and 
Bud Norman 

Billard parts and supplies 


Henry W. T. Mali & Co., Inc. 
257 Park Ave., South 

New York, NY 10010 

Phone: 212/475-4960 

Toll-free: 800/223-6468 

Sales Mgr.: John O'Connor 
Billiard cloth, two piece billiard cues 


Norwood 

Railroad Ave. 

P.O. Box 333 

Oscoda, MI 48750 

Phone: 517/739-3221; 739-9852 
National Sales Mgr.: Bill Miller 
Cue sticks, slip tips 


Poland Manufacturing Corp. 
P.O. Box 709 

Clemmons, NC 27012 

Phone: 919/766-7393 
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Officer: B. G. Hauser 

‘Easy Mover’ pool table handling 
device and the ‘Easy Leveler’ pool 
table leveler device 


Select Service Systems 
3547 W. Beaver St. 
Jacksonville, FL 32205 
Phone: 904/384-8585 
Sales: Bob DeClementi 
Pool supplies 


Viking Cue Mfg., Inc. 
2710 Syne Rd. 
Madison, WI 53713 
Phone: 608/271-5155 
Sales: Nancy Hart 


AUCTIONS 


NAGA 


on 
O 


Pool cues and cases 


Wico Corporation 

6400 Gross Point Rd. 

Niles, IL 60648 

Phone: 312/647-7500 

Toll-free: 800/323-0765 

National Sales Mgr.: Hal Anthony 
Complete line of parts, supplies, and 


accessories for the coin-op industry 


Wildcat Chemical Co. 

1349 E. Seminary Dr. 

Fr. Worth, TX 76115 

Phone: 817/924-8321 

President: Joe Peters 

Cleaning and maintenance products 


RPASSENTER). BY 


Nationa Amusement Game Auction 
“THE INDUSTRY AUCTION LEADER: 


-_50 


OF THE LATEST GAMES 


* ATARI * WILLIAMS * TAITO * SEGA * 
* MIDWAY * STERN * BALLY * NINTENDO * 


OKLAHOMA CITY, OK 


June 9 


Oklahoma State Fairgrounds 
1-40 and 1-44 
Oklahoma City, OK 73147 


We specialize in the sale of new or used games by auction. 
CALL US FOR DETAILS ON THE CONSIGNMENT OR PURCHASE OF GAMES 
National Amusement Game Auction 


1919 14th St., Suite 405, Boulder, CO 80302 
800-458-5858 ext. 676 — 303-aa0-939S3939 


for the coin-op industry 


ASSOCIATIONS 


National Pocket Billiard 
Association, Inc. 

2635 W. Burnham St. 
P.O. Box 15365 
Milwaukee, WI 53215 
Phone: 414/672-3945 


United States Air-Table-Hockey 
Association 

P.O. Box 25338 

Houston, TX 77265 

Phone? 715/525-3501 


NAGA 
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FRANK'S ; 
CRANKS 


By 


Seninsky 


Frank “The Crank” 


(Part One of a two-part series) 


Before getting to coin mechs, I'd 
like you to read a letter with an 
excellent service tip sent to me by Ed 
Wilson of Wilson’s Amusements in 
Morrisville, Vermont: 


control panel can be easily 
removed with their use. 

“So far I have not seen tre- 
mendous increases in revenue. 
However, with the ski season 


“Dear Frank, 

Have tried the Pac-Man 
speed-up you suggested. Al- 
though my kids and I like it, 
some students (women) at a 
local college were very upset 
even when I gave them five 
Ms. Pac-Mans per game. Being 
in an area with a low popula- 
tion base, I can’t afford to 
alienate any players. 

“I tried installing a DPDT 
toggle switch on the control 
panel but it stuck up too far and 
broke. I then found a DPDT 
rocker switch at Radio Shack 
(Cat. No. 275-691), and its low 
profile works much better. It is 
still a very easy wiring job with 
three wires going to the panel. 

“By installing the switch to 
the left of the joystick, the 
player can change speeds dur- 
ing the game. The switch 
requires a hole of 11/16”. Since 
I use a punch or hole saw for 
the hole, I use Super Glue 
under the exposed part of the 
switch to keep it from getting 
loose and rotating. The switch 
comes with a rubber washer 
for the back which also helps to 
hold it tight. Radio Shack also 
stocks molex connectors so the 
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ending and nice weather com- 
ing, the Pac-Man and Ms. Pac- 
Mans I've changed seem to be 
holding up better than usual. 
In any event, for a couple of 
hours labor and $4-$5 expense, 
it has to be worth it. I really 
appreciate the tip!” 


Ed also said he and other opera- 
tors need more tips on modifying 
existing games inexpensively and 
asked if there’s a way to put Elevator 
Action into a non-Taito game. I'll 
spend some time on these questions 
and report back. My suggestion 1s to 
try Ed’s tip and give the player a 
choice of playing at a normal speed 
or a fast speed with the ability to 
change speeds during a game. This 
may be an interesting concept for 
manufacturers to incorporate on 
games. If they don't, the operators 
sure will! And now on to coin mechs. 


Mechanical vs. 
electronic mechs 

For the last 30 years, the coin-op 
industry has been using the same 
basic coin mechanism (worth about 
$8) with a few basic improvements 
added from time to time. New 
electronic coin acceptors have 
recently been introduced, bringing 
with them a high price (about five 


Everything you need to know 
about adjusting coin mechs 


times more than a plastic or metal 
mech) and claims of 100 percent 
slug protection. 

Frankly, I believe this added 
expense isn’t necessary for amuse- 
ment games at this time. Each of the 
electronic systems has its faults. For 
example, I can take a flattened 
penny with a dime taped to it and 
fool most of them. Putting a salt 
water solution (salt water conducts 
electricity and is easily produced by a 
human) into the mech will cause it 
to either register large numbers of 
credits or self-destruct. Electronic 
mechs are temperature dependent 
(does anyone have a match?) and 
also humidity dependent in terms of 
their calibration. 

Now that you know about the 
electronic mechs, let’s get serious. 
Metal and plastic mechanical mechs 
will be around a bit longer. Learn 
how to properly adjust these mechs 
and solve most of your coin 
problems including: flattened pen- 
nies and nickels, stringing, penny 
flipping, nickel and penny spinning, 
washer catching, and, yes, even the 
“Boston Quarter’ can be rejected. 

The Boston Quarter is a copper 
stamping the exact size (.955” in 
diameter) and weight of a US. 
quarter. It even comes with serrated 
edges! Operators shouldn't mind 
getting a few of these in their collec- 
tions because almost any acceptor 
will take them, even the supposedly 
sophisticated coin-operated tele- 
phones. 


a7 


Metal mechs have been on the 
market for more than 30 years with 
the plastic mechs being introduced 
within the last 10 years. Modern 
technology has developed molded 
thermoplastic polymers like “noryl” 
that possess a unique molecular 
structure that allows them to be 
molded, cast, extruded, and drawn 
with tremendous accuracy. 

With the addition of glass fibers, 
these materials are actually more 
efficient and more stable to time, 
temperature, and humidity changes 
than metal. This means that noryl 
acceptors will not warp, distort, or 
change dimensions. They are corro- 
sion free, can tolerate wide ranges of 
temperature, never need lubrication, 
are shock-resistant, and can resist 
stains and scratches. 

The major manufacturers pre- 
sently are split between using plastic 
and metal for their mechs. Atari, 
Nintendo, Cinematronics, Exidy, 
Gottlieb, and Bally Midway usually 
use metal mechs, while Williams, 
Stern, Centuri, and Taito use mainly 
plastic mechs. Some even switch 
back and forth. I feel that both types 
are good but plastic 1s better. 

There are many makes of mechs 
on the market. Coin Mech, Coin 
Controls, and Coin Acceptors 
(Coinco) make the most popular 
mechs. As far as easy maintenance Is 
concerned, I prefer the Coinco 5302 
series adjustable plastic quarter 
mech. If you require the best fine 
tuneable mech, I’d recommend the 


Figure 1 


Coinco 563-20 acceptor. 

The 563-20 acceptor has a plastic 
cradle with steel pins and a steel 
counterweight (for accuracy) and a 
plastic oversize/undersize lever 
(also known as the diameter control 
lever—See Figure 1). The rest of the 
mech is made of metal. The Coinco 
plastic 5301 series (See Figure 2) is 
non-adjustable and is good for areas 
where the games can be supervised. 
This mech is made to extremely fine 
tolerances but it cannot, and I repeat 
cannot, be fine tuned. 

The 5302 and the 563 series have 
plastic cradles with steel pins. These 
pins, or legs, ensure that the quarter 
will sit in the cradle in the same, 
accurate position each time. The 
cradle is used to test the size and 
weight of the coin. Undersized dia- 
meter coins fall between the legs of 
the cradle and will be returned. 
Oversized coins will fail to pass 
between the cradle and the diameter 
control lever and will be returned. 
Underweight coins will fail to over- 
come the cradle counterweight (See 
Figure 1) and will be returned when 
the coin return wiper lever ts 
depressed. 

In Figure 1, note that the dia- 
meter control lever on the Coinco 
mech has two fingers. This is how 
the cradle locks up on both under- 
sized and oversized coins. To my 
knowledge, Coinco is the only 
manufacturer that has this type of 
sophisticated diameter control 
lever. Please correct me if Iam mis- 


DETAIL DRAWING OF COINCO 563-20 METAL ACCEPTOR WITH 
PLASTIC CRADLE AND PLASTIC DIAMETER 


CONTROL LEVER 


58 


| Adjustment Screw 


e 22 


Plastic Diameter 
Control Lever 
with 2 Fingers 


Plastic Cradle with 


Steel Pins & 
Counterweight 


taken. 

As good as Coin Mech’s acceptors 
are, you can lightly tap the coin 
return lever and get its mechs to 
accept slightly larger coins. I know 
lll hear it from Coin Mech, but this 
defect can be easily corrected and 
may have been. 

In addition, the diameter control 
lever also dampens the velocity of 
coins going through the mech. The 
dampening is due to the friction 
between the cradle and the control 
lever, and this greatly cuts down 
successful penny and nickel spinning 
attempts. 

On the Coinco 563 series, there is 
also an optional washer catcher 
wire. This wire form (with an 
attached counterweight) is mounted 
to the gate slightly above the cradle. 
Its purpose is to stop spinning 
nickels or pennies from being 
accepted by keeping the coin stable 
as it goes into the cradle. With this 
washer catching wire option, the 
cotter pins can be eliminated on 
Midway coin entry chutes. Either 
method will stop coin spinning. 

We next move on to the thin coin 
rail (shown in Figure 1 on the 563 
series). The rail’s purpose is to 
knock out flattened nickels and flat- 
tened pennies that are close enough 
in diameter to a quarter that they 
can get past the cradle and diameter 
control level. The thickness of a 
quarter is .072”, and a token usually 
runs from .065” to .070” thickness. 
If you still get flattened coins with 
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Description 


A.P.F. Return Coverplate Assembly 
Return Coverplate 

String Breaker Wire 

String Breaker Wire Bracket 
Screw 

Coverplate 

Mainplate Assembly 
Mounting Stud 

String Cutter Wire 

Washer Catcher Bracket 
Screw 

Separator Assembly 
Washer 

Screw 

Kicker 

Gate Lever Spring 
Operating Lever Cam 
Gate Spring Latch 

Gate and Cradie Assembly 
Gate and Pin Assembly 
25¢ Cradie Assembly 
Retaining Ring 
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Undersize Lever 
Retaining Ring 

Lower Gate Spring 

Upper Gate Spring 
Magnet Bracket Assembly 
Gate Pivot Pin 

Thickness Control! Screw 
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this mech, don’t give up. This mech 
can be fine tuned. Let’s now learn 
how to properly adjust a coin mech. 


Adjusting a coin acceptor 

Step 1: Clean the mech first by 
dipping it in a soapy solution, then 
rinsing and blow drying it. Hold 
down the coin return wiper lever 
and turn the magnet screw counter 
clockwise (#29 in Figure 1) until the 
coin return lever won't return by 
itself. 

Step 2: Turn the magnet screw 
clockwise until the coin return lever 
pops up by itself. This is a good 
starting point because the wiper 
blade is approximately the same 
thickness as a quarter or token. 
(Note: Minted quarters and tokens 


can vary in thickness by as much as. 


005” so you can imagine what hap- 
pens to the thickness of a quarter or 
token after being knocked around by 
the public for years.) 

Step 3: Now run some coins 
through the mech. If some good 
ones still get caught by the edge of 
the magnet, turn the magnet screw 
slightly clockwise and run more 
coins through. Repeat this process 
until none of the good coins get 
caught. 

Step 4: Adjust the kicker. There 
are notches on the back of the main 
plate that are spaced about 1/8” 
apart. Move the kicker to the left 
until the coins start to reject. To test 
coins, the mech should be placed on 
a level surface and held in a vertical 
position. Figure 3 shows the bottom 
view of the mech with the accept 
and return sides of the mech labeled. 
You should end up very close to the 
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THE NON-ADJUSTABLE QUARTER MECH SHOWING ANTI-STRINGING 
WIRE FORMS (LEFT) AND ANTI-PENNY FLIPPING FORM (RIGHT) 


Bottom View 
Of Coin Acceptor 


RETURN 


fourth notch counting right to left. 
Next move the kicker back to the 
right approximately 1/2 of a notch. 
Most mechs will be set at this 
position (3% notches to the left, but 
this will vary because the magnetic 
strength of the magnet in the mech 
will vary from mech to mech). This 
kicker, also called the slow coin 
kicker when properly adjusted, is 
the section of the mech where flat- 
tened nickels and pennies will be 
rejected if they get that far. 

Step 5: Move the separator to the 
right until the coins start to reject. 
The right edge of the separator 
should line up with the left leg of the 
horseshoe cutout. Last, move the 
separator about 1/16” to the left. 
Your mech is now perfectly adjusted. 

Note: All of the above adjust- 
ments were made with the mech out 
of the game. If you have a game that 
is not on level ground, you must 
make all of the adjustments and 
then test the mech after placing it 
back in the game with the coin door 
closed. Players can play tricks with 
any mech by tilting the game back- 
ward and/or forward or side to side 
and by experimenting with different 
kinds of coins and slugs. If they trick 
the mech, you will have to go to a 
pendulum tilt like those used in 
pinball games to keep this problem 
from ruining your location collec- 


Call us toll-free 


for savings 
up to 25% 
on your next 
Token Order 


Call our toll-free number for 
immediate quotation and 
we'll prove to you that we 
will save you up to 25% on 
your next token order. 
Same day shipment on 
stock tokens and only 3-4 
week delivery on custom 
tokens. 

Design service available 

at NO COST. Call Roger 
Williams Mint for best 
service, best quality and 
lowest price. 


aN 
B) Roger 

Willams 
Mint ™ 

Northwest Industrial Park 

79 Walton Street, 

Attleboro, MA 02703 

*In Massachusetts, 


Call (617) 226-3310 
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tions. 


Coin mech’s magnet 

Contrary to popular belief, the 
magnet serves not only to stop 
Canadian coins, but also to help 
detect a good coin. In the old days 
(more than seven years ago), the 
return wiper blades on mechs didn't 
go completely past the magnet and 
Canadian coins would jam the mech. 
This doesn’t happen on the newer 
mechs, so there is no need to take 
out the magnet, remove the kicker, 
and cause yourself future slug 
problems. 

The magnet is indeed used to help 
detect good coins. Anticurrents 
(known popularly as magnetic 
fields) surround the magnet and 
either slow down or speed up a coin 
as it passes, depending on the metal 
content of the coin. A U.S. quarter is 
made up of 75 percent copper and 25 
percent nickel. The magnet will 
slow down a U.S. quarter because of 
the copper content. Nickel will not 
be attracted to the magnet. Brass 


coins or tokens are hardly affected 


| by a magnetic field and will, there- 


fore, speed up as they pass the 
magnet due to the acceleration force 
of gravity. You old timers will 
remember the old nickel mechs 
where the nickel had to bounce off 
an anvil in a precise arc before it 
would be accepted. 

All this magnet information is 
leading us to a way to reject the 
Boston Quarter. You may have even 
guessed the solution by now. The 
Boston Quarter is made of copper. 
It, therefore, is more slowed down 
by the standard magnet in a coin 
mech than a U.S. quarter is. The 
mech in its standard form cannot 
really differentiate between the two 


types of coins. It is logical that if a’ 


stronger magnet were placed in the 
coin mech, then the magnet could 
slow down the Boston Quarter more 
than it would slow down a quarter. 

Coinco has solved this problem 
by providing a magnet with a white 
marking which is one-third to one- 
half times stronger than the stan- 
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dard magnet. With this new 
stronger magnet in place of the old 
magnet, in a properly adjusted 563 
series mech, I was able to reject up to 
75 percent of the Boston Quarters 
while accepting 98 percent of a 
sample group of U.S. quarters. Not 
bad for a first attempt! I ended up 
rejecting 90 percent of the Boston 
Quarters while accepting 85 percent 
of the U.S. quarters. Increasing the 
magnet strength by more than 50 
percent causes other problems and ts 
not helpful. If anyone knows of a 
better method to reject the Boston 
Quarter, please let me know. 

In the next issue, you will learn 
how to stop quarter stringing, 
penny flipping, nickel rolling, 
penny rolling, wire cheating, and 
how to easily convert mechs and 
push slots to tokens. 

As always...keep cranking! If you 
need more information or wish to 
comment on this article, call or write 
me at Alpha-Omega Amusements 
and Sales, 4 Coral Street, Edison, NJ 
08837. Telephone: 201/738-1800. © 


LEAGUE & TOURNAMENT 
HEADQUARTERS 


DARTS » POOL - FOOSBALL - CHEXX - PINBALL - VIDEO 


ORIGINATORS OF 


Leagues , 


i 


™ 


Tournaments & 


Accessories ! 


CALL TODAY FOR KIT PRICES 
& TOURNAMENT INFO. ! 


9201 PENN AVENUE SOUTH 


BLOOMINGTON, MINNESOTA 55431 
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MN — 612/884—6604 
MN WATS — 800/352—2780 
OUT OF STATE — 800/328—2866 
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GENES 
GUDGEMENTS 


By 
Gene 
Lewin 


‘Crossbow : 
Q@ good grossing game 


An opinion was written in the 
Play Meter April 1 issue (p. 8) by 
Louis Boasberg regarding me asking 
Bally to reconsider having a 25-cent 
option on its laser disc game Astron 
Belt. When I wrote that in Decem- 
ber 1983, laser disc games had a 
price tag of $4,500. In order for an 
operator to make a returnona game 
that expensive, it needs to be priced 
to the player at 50 cents and no less. 

Today there is almost no market 
for a 50-cent game. Asa result, there 
is a very small market for a game 
costing $4,500+. In my article, I 
should have stressed that if Bally is 
going to ask $4,500+ for a game, it 
should not have a 25-cent option— 
instead it should have games reason- 
ably priced so they can be success- 
fully operated at one coin. Now that 
the price on laser games has come 
down and some are offered as close- 
outs, I've changed my mind. It’s a 
good thing they can be operated at 
one coin. 


Crossbow/Exidy 
Play: The player is armed witha 


crossbow gun, and he escorts friends 
through various episodes. The 
object is to kill off enemies that 
threaten his friends. Game play con- 
tinues until all the friends are killed. 
The crossbow is equipped with 
unlimited firing power. 

Controls: One crossbow gun 
with a trigger that actuates a micro 
switch. 

Graphics: Excellent. The char- 
acters are well defined and easily 
recognized. The scenes boast bril- 
liant colors with very smooth 
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The Return on 
Investment 


(ROI) RATING SCALE 


10 Fantastic. Cream of the crop. 
Should make Number One in 
the chart. 

9 Great. Will make the top 5 in 
chart. 

8 Good. Should make the top 10 in 
the chart. 

7 Better than average. Might 
make the top 10 but won't stay 
there for very long. 

6 Slightly above average. It’s 
lucky if it makes the top 10. A 
good investment as a conversion 
only. 

5 Just average. Only worth con- 
sidering at a bargain price or asa 
conversion. 

Slightly below average. 

A 30-day wonder. 

Poor. Not worth considering at 

all. 

Absolutely terrible. Not even 

worth playing. 


No Ow A 


—_ 


animation. 

Sound: Also excellent. There are 
more than 100 separate sound 
effects and they fit the game theme 
very well. The sounds greatly 
enhance the game. 

Originality: While the idea of a 
shooting game is certainly not 
original, a game with mass memory 
and high resolution graphics 1s. 

Opinion: Crossbow is a good 
grossing game and will outdo most 
of the laser games currently on the 


market. If you are considering 
spending $4,000 on a laser, take a 
good hard look at Crossbow instead. 
It will gross as much or more with- 
out the problems of the laser disc 
player. It's a good game for a very 
high volume location that can afford 
it. 
ROI Rating: 5 


Galaxy Ranger/ 

Bally Midway 

(Laser disc game available as a 
complete game or as a conversion 
for Astron Belt.) 

Play: The player is represented 
as a spaceship which is computer 
generated and controlled with the 
joystick. Game play is identical to 
Astron Belt’s; just the graphics are 
improved. The enemy ships still 
come at the player in formation, and 
they all explode when any one ship 
is hit. 

Controls: A joystick and fire 
button, identical to Astron Belt. 

Graphics: Much better than 
Astron Belt’s. There is a lot more 
color and detail in the terrain and 
the enemy ships. 

Sound: Very similar to Astron 
Belt’s. 

Originality: None. Take the 
game play of Astron Belt and change 
the graphics. 

Opinion: It is slightly better 
than Astron Belt. At least the price 
is reasonable; the complete game 
retails for less than $3,000. Unfor- 
tunately it will not earn enough for 
even that price. Forget converting 
Astron Belt to Galaxy Ranger. The 
players don’t really care that much 
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Ys TOKENS 


7 

CLOSE-OUTS 
MIXED DESIGNS 

* ALL SIZES * 


SUPER SAVINGS 


Phone Collect 


606-231-7100 


Everyone loves Whac-A-Mole! 


Customers love to play, and 
you ll love the way it pays. 
Call us and let us 

tell you more. 


Bob’s Space 
Racers, Inc. 
427 15th Street 
Daytona Beach, 
Florida 32017 
Telephone: 
904-677-0761 


Manufactured in the U.S.A. 
Makers of amusement games since 1970 


SPECIAL NOTICE 
purchase your used equipment from 


NEW ORLEANS NOVELTY CO. 


In business for 50 years! 
International reputation for selling the 
finest used videos, flippers, & amusement 
games available anywhere. 


EACH & EVERY GAME BEAUTIFULLY 
REFINISHED LIKE NEW BY EXPERTS 
All games authentic legal factory models 
GET ON OUR MAILING LIST FOR OUR 
LATEST PRICE BULLETINS OR CALL 
Rose, Eddie, or Jean for latest prices 
3030 No. Arnoult Road 
Metairie, LA 70002 * 504 888-3500 


about better graphics; they want 


good game play. I doubt it will make 


more money for even two weeks. 

ROI Rating: 3 as a complete 
game. As a conversion for Astron 
Belt: 1 


Tag Team Wrestling/ 
Data East 
(Dedicated game) 

Play: The player is represented 
as a wrestler who wrestles with an 
opponent. The object is to defeat the 
opponent by attacking him with one 
of several blows, such as a body slam, 
karate kick, etc. The game is 
extremely difficult to follow or 
figure out. 

Controls: A four-way joystick 
and a pair of buttons on either side. 
One button is for selecting the 
attack, the other for executing the 
attack. 

Graphics: Just average. It fea- 
tures a crowd in the background 
similar to Track & Field, but it’s not 
as detailed. 

Sound: Fair. It has crowd cheer- 
ing sounds as in Track & Field, but 
they are not nearly as good or 
realistic. 

Originality: Another sports 
game. At least it’s the first wrestling 
game. 

Opinion: Sports-themed games 


can be good, but they have to be 


simple enough for the average 
person who may not be interested in 
that sport. A small minority of 
people are into wrestling, and that 
seriously limits the player base. Add 
to that the difficulty in figuring out 
how to play it, and you have a game 
that will make money in very few 
locations. Even if it was a conver- 
sion, it would be a marginal game. 
Forget it as a dedicated game. Unless 
you have a location that loves wres- 
tling, forget this game. 
ROI Rating: 3 


Space Ace/Cinematronics 
(Conversion for Dragon’s Lair or a 
complete game) 

Play: The player is represented 


'- as Dexter in an adventure based in 


space. The game ts played similarly 
to Dragon’s Lair in that the player 
has to make the right move at the 
right time or lose a life. Dexter goes 
through the screen play in the same 


order every time. But he has the 
option in several places to go out 
different exits, each with a separate 
result. He tries to destroy the evil 
Borf and his infanto ray gun, and 
save his girlfriend Kimberly. When 
starting a new game, the player has 
three options of difficulty. The 
harder levels add rooms that are not 
in the easier levels. 

Controls: Identical to Dragon’s 
Lair, a joystick and a fire button on 
either side. 

Graphics: Absolutely fantastic. 
They're every bit as good as 
Dragon’s Lair. No other company 
has come anywhere near the quality 
of animation that it creates. It looks 
like a cartoon you might see on TV. 

Sound: Again excellent. It uses 
the laser disc capabilities to the 
maximum in recording voices and 
special sound effects. The voices are 
of professional cartoon quality. 

Completeness of kit: The kit 
comes with a complete control 
panel, new disc, marquee, side 
stickers, all necessary wiring, Space 
Ace ROMs, a nice new manual, and 
if the deluxe kit is ordered, a new 
LDV 1000 disc player with a new 
logic board. 

Originality: This is the second 
game in a series. It follows on the 
success of the first game. 

Opinion: Space Ace is as good as 
everyone had hoped. The graphics 
are the best, and the game play 
offers more options than Dragon’s 
Lair. The kit can be bought with (for 
an additional cost) or without a 
trade-in on your old laser disc player. 
The LDV 1000 is supposed to be 
more reliable than the old PR 7820, 
so it might be worth it to trade it in. 

The only problem with the game 
is that the market is different now. 
When Dragon’s Lair came out, it 
was the first laser disc game, and it 
made unheard of figures. Space Ace 
is not a novelty. It must earn money 
On its merits rather than on its 
novelty. It is the best earning laser 
game on the market, but it will be 
lucky to make half of what Dragon’s 
Latr did. As a complete game, it is a 
questionable purchase. As a conver- 
sion, it is expensive and will only be 
worth it in a good location. 

ROI Rating: As a kit: 8. As a 
complete game: 5 e 
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On target 


IDEA (Industrial Design Elec- 
tronic Associates, Inc.) of Sycamore, 
Illinois, announces its latest dart 
game, All-American Darts, with an 
interchangeable target. Operators 
may choose either the official, inter- 
national tournament-sized target 
with 13%” diameter (33.43 cm) and 
bull’s-eye height of 5’8” (170 cm), 
center to floor, or a larger sized 
target of 15.56” diameter (39.52 cm) 
and bull’s-eye height of 5’8” from 
the floor. 

Like Century Dartes and Royal 
Dartes, the game, introduced in 
March at the AOE Show, has Tru- 
Score, a copyrighted software 
technique to improve scoring 
accuracy. 

All-American Darts has five 
games: High Score, 301, 501, 
Shanghai, and Master’s Out. 
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The special effects of Bally 
Midway's Galaxy Ranger transform 
the player into a modern space cow- 
bow riding through a universe of 
danger, thrills, and excitement. 
Armed with a trusty laser-cannon, 
the player battles through a nearly 
endless series of hazards for a 
chance to take on the ominous 
Alien Battle-Cruiser. 

All players can enjoy the Galaxy 
Ranger space fantasy because a 
base/clock feature gives every player 
a minimum amount of game time 
controlled by an operator-adjusted 
Switch. 


snooker 
strategy 


Laser Cue, Williams’ latest pin, 
features extra high scoring and, for 
the first time, new ways to get free 
games and extra playing time. 

In Laser Cue, the player must 
follow the flashing lights to 
complete a rack of 15 balls and light 
the 8 ball “corner pocket” target for 
an extra ball. As an extra bonus, a 
minimum of 25 seconds is guaran- 
teed for extra ball play. 

Any ball drained during the first 
25 seconds is automatically returned 
to the shooter. Replays can be 
earned by beating four high scores. 
For each high score beat, the player’s 
score becomes one of the four high 
scores. 


65 


CLASSIFIED 


ee ’ T 
fi VER ISING 


GAME EXCHANGE/SOUTHEAST, INC. 


Northern California’s 


VIDEO CONNECTION 
LOWEST PRICES ON: 

— Conversion Kits/Boards — 
Mr. Do!’s Castle & Wild Ride ¢ Nova 2001 
— New & Used Games — 

Ms. Pac-Man(ct) $1395 @ Galaga(ur) $1295 
Gyruss (ur) $1095 
— Complete Kits — 

Donkey Kong & Donkey Kong dr.: Cheap 
Joust $295 e Popeye $1 95 (includes power supply) 


— Kits Include — 
PC Board, Header, Control Panel & Front Plex 


BUY ¢ SELL ¢ TRADE 
916/678-5189 


1701-C Spring St. 
Smyrna, GA 30080 
in GA 404/435-0802 
outside GA 800/241-1877 


Rt. 3 


| LOUISE’S HARNESS SHOP | 
, Box 72 
Prattville, AL 36067 


Harnesses prepared for 


ALL VIDEO GAMES 


Prices start at $15.00 
Write or Call 


205/365-1641 


TWO ARCADES 
FOR SALE 
Excellent Location! One 
has 95 games, the other 
65. Will sell individually 
or as package deal (best 
price ). Call: 
day 301/244-1111 
night 301/760-4837 or 
212/581-3847 


1537 W. Alameda Ave., Denver CO 80223 


in Denver 303/777-3500 
in CO 800/421-5987 


outside CO 800/525-2703 


CLOSE OUTS @ CLOSE OUTS @ CLOSE OUTS 
Track & Field (new in carton) — $1995 


PINBALLS ARE BACK AND WE’VE GOT ’EM! 
Call For Current Inventory & Prices! 


KITS IN STOCK NOW 


Mr. Do!’s Wild Ride @ Time Pilot ‘84 © Champion Baseball 


All this plus much, much more! Hundreds of new & used games in stock! Quantity 


is limited, call for our latest prices and inventory. Both offices open on saturdays. 


Do you want to receive our 
latest preferred customer 
specials? Fill out and mail in 
coupon fo either office. 


Dane em cms mes cee mee me em me se ee ee ee ee ee ee ee ee ee ee ee ee 


Company 


Person in charge 


Address 
City 
Phone # ( 


State Zip 


COLORADO GAME EXCHANGE 


Gmina genau ccanndn gga snus ds cnasninensuusousonnunnanissnanssonuauasissuisd{utansguess4ssiat0sadnsnsssussiazosogpussaxiticantisannsnessaqqqaioa0{1sauegsani1uta1i0tineasavatittasas issesdil 
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ATENCION: 


CLIENTES DE LATINO AMERICA 


VIDEO WARE, INC. LES OFRECE 
LOS MEJORES PRECIOS EN 


P C BOARDS 


LLAMENOS Y COMPARE!!! 
Preguntar por Cecilia 


Video Ware, Inc. 


213/225-1337 
600 Clover Street Telex 295379 
Los Angeles, CA 90031 Tablevision 


WE WANT TO BUY 
YOUR USED COLOR 
P.C. BOARDS 
FOR EXPORT 


Video Ware, Inc. 


213/225-1337 


600 Clover Street Telex: 295379 
Los Angeles, CA 90031 Tablevision 


5 SSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSHSSSSSSSHSS$SSS$S$S$ 


PULSE ME TES 7 aes : . 


THE CASH WAC nine 


Cash in on the current health craze with the 


new coin operated 7 
Pulse Meter lelectronic Hi\§8=51—-3 I 
heart rate indicator FREE — 


poriesotee= estas Poa eee RTE tS 


SPECIAL! 


e Reduced Prices FINANCING : 3 — 
e Free Stands Limited Offer FF oe 


e Costs Only 25¢ To Use eLowlinvestment , 
e Adult Market Appeal e Strong R.O.I. q 
e Easy To Locate @ Long Life Cycle 


Manufactured By: 
Tech Vend Marketing @ 6040 Dawson Boulevard @ Suite C-D @ Norcross, GA 30093 @ 1-800-554-4325 @ (404) 448-9393 


$SSSSSSSSSSSSSSSSSSSSSSSSSS$S$SS$SSSSS$SSSSSSSSSSSSSSSSSS5599S 


WE HAVE THE LOWEST PRICES IN AMERICA 
FOR LEGAL PRINTED CIRCUIT BOARDS! 
COMPLETE KIT INCLUDING GRAPHICS! 


TITLE PRICE F.0.B. L.A. 


Mr. Do!'s Castle 
Midway Galaga (legal!) .................... 
Champion Baseball 


cS 


ARCADE FOR SALE 


Many went under last year. WE 
SURVIVED. Our net was $68,614 2. 
56. This snack bar and game 
room with jukebox, bill changer, 
and 45 top games is a working 
business that could be made bet- 
ter. The outlook of the industry is 
good. So is this Game Room's, 
located in New Iberia, LA (in a 
strip center). Sale Price 2% times 
net - $171,531.40 (negotiable). 


* PC BOARD ONLY 
“AND MANY MORE QUALITY KITS AT GREAT PRICES” 


600 Clover St. 
Los Angeles, CA 90031 


213/225-1337 
Telex: 295379 


Send inquiries to: P.O. Box 91883 
Lafayette, LA 70509. 
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LARRY CAPLAN SIGN CO. 


P.O. Box 218 
'e Reisterstown, Maryland 21136 


Our Prices Cannot Be Beat! 


$2999 
Was Preight 
; 300 LETTERS 
STEEL STAND 
ALL LIGHT 
BULBS 
100.00 DEPOSIT 


301-833-5941 


Without Arrow $259.00 


1-Brandt Sorter-Model 665-complete 
with bag attachments. Excellent condition 
Call: 301/289-7271. 


QUQQ00000000000 


TECHNICIAN WANTED 
Experienced only, capable of repairing PC 
boards and monitors. Able Vending, 
Malden, MA 617/321-4222. 


Spy Hunter 
Crossbow 
10-Yard Fight 
Vs. Tennis 


Circus Charlie 


Major Havoc 
Mega Zone 
Rowe Bill Changers 


SHOWROOM 


886 10th Ave. 
New York, NY 10019 
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junior Fac-Manh........... 


by as much as 75% 


anyone can do it. 


Fargo, ND 58102 


KITS @ KITS @ KITS 
QUICKIT... 


CONVERSIONS MADE SIMPLE & FAST! 


e Cut your conversion kit installation time 


® No technical expertise needed. Almost 


FREE QUICKIT with purchase of any of our 


conversion kits! 
Featuring...Mr. Do!’s Wild Ride ¢ Nova 2001 @ Time Pilot ‘'84 @ & many more! 


Only available through: 
M.H. ASSOCIATES 
Fargo, ND 
1725 N. lst Ave. 1 800/VID-KITS =n ND Canada, Alaska 


843-5487 


*Patent Pending 


701/237-4563 


CLASSIFIED ADVERTISING 
PAYS! 


PETER’S DISTRIBUTORS 


“Peter is the Leader in New York City” 
For Sales, Service, & Convenience 
Exclusive New York Greyhound Video Card Game Distributor 
All the latest games & kits at fair prices! 


Mr. Do!’s Wild Ride 
Mega Zone 
Champion Baseball 2 
Major Havoc 


Tag Team - $1545 
Punch Out!! 
Time Pilot ’84 

Star Rider - $2500 


Conversions & Rncd. Games are done with Pride & are Fully Guaranteed for 30 days. 


oo . $1295 Mr Dols Wild Ride ..............$1295 
ek. 1495 (in Defender cabinet) 

oo 1395 O°fet...-..___..........:....... 19 
. 1295 Aic Pac eNiantti«i‘(‘(iyeé#(N.C........... 1099 
.. 1295 Track SG ficlc..Ctwti«i‘(‘#(N........... 1995 


MANY, MANY MORE! 


WE CARRY CIGARETTE MACHINES, JUKEBOXES, POOL TABLES, ALL SIZES 
OF TOKENS, BILL CHANGERS, PINBALLS, AND NOVELTY GAMES. 


CALL FOR OUR COMPLETE GAME PRICE LIST! 


212/757-3373 


Ask for Jim or Pete 


WE TAKE 
TRADE-INS 
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INFINITY 1 


THE GAME OF A THOUSAND FACES! 


NEW GAMES COMPLETE $495 (F.O.B. Chicago) 
KITS — While they last! * Plus ’84 Releases 


All laser games available from $1995, Call for current prices! 


Roc n’ Rope 
Lil’ Hustler 
Donkey Kong 3 
Lover Boy 
Intrepid 
Mega Zone 
Time Pilot ’84 


8200 PROGRAMMER 


, e Write your own program & replace your 

own IC’s. 
Intelligent programing algorithm, 20 seconds 
needed only to finish 2464 copy. 

e Check, Verify, Read, Write, and Modify the 
PROM/EPROM in the programming mode. 

e Examine, Alter, Move, Fill, Upload, and Down- 
load the memory contents in the data mode. 

@ 32Kx8 dynamic RAM buffer with powerful 
memory handling capability from keyboard. 


Allows data transfer/combine/separate from 

one PROM/EPROM type and size to another 

PROM/EPROM type and size. 

One RS232 port, for linking to the computer to 

upload/download data. 

Simple to operate, over current indication, 

automatic check-write-verify sequence. 

Fully protable for field or in-plant use. 
@ One full year guarantee. 


312/280-7610 
HOFFMAN INTERNATIONAL 


600 N. McClurg Ct. Ste. 309, Chicago, IL 60611 
Telex: 280208 Hoffmn. Int. Cgo. 


USED P C BOARDS 
BUY e SELL e TRADE 
Hundreds in stock! 


Pac Man Ms. Pac Man Rally X 
Amidar Phoenix Lady Bug 
Frogger Zaxxon Kangaroo 
Tunnel Hunt Donkey Kong Scramble 
Qix Defender Galaxian 


Champion Baseball kits — $595 


(Converts Defender in 15 minutes) 


MANY MORE TO CHOOSE FROM! 
PARTS ¢ SUPPLIES ¢ SPEED-UP KITS 


Y.C. ENGINEERING 


615/793-5669 615/793-9142 
Telex: 53-4623 


AMS Distributors 


LEARN TO REPAIR 


e Video Game Boards 
e Power Supplies 
e And Monitors 
IN YOUR OWN HOME!! 
Our complete Analog and Digital 
Course is taught on ten (10) video 
tapes (approximately 30 hours) 
“100% Satisfaction Guaranteed" 
For More Information, Call: 
800/221-0834 
(in NY State)212/377-0369 
or write: Electronic Institute 
of Brooklyn 


4801 Avenue N (corner E. 48th St.) 
Brooklyn, NY 11234 


TRY US! 


For ALL The 


LATES! KITS! 
New & Used Equipment 


8431 Mastin Drive 
Post Office Box 4057 
Overland Park, KS 66204 


913/642-9744 


PHOT 


WE BUY AND SELL 


CHEMICALS, FILM, PARTS 
BEST PRICES GUARANTEED! 


ED HANNA 
PQ. Box 290777. Davie, Florida 33329 


305/474-5888 
(—(— (== (= 


SORT & COUNT 
COINS FAST 


COIN COMPACT REUSABLE 
SORTER COUNTER COIN 
PACKAGER 12° x 12” PACKS 


NADEX plastic coin equipment and reusable 
coin packs provide today’s best value for small 
volumn coin handling. FREE. TRIAL OFFER: 
SATISFACTION GUARANTEED. Write for details. 


NADEX Industries Dept. 84005 
220 Delaware Ave., Buffalo, NY 14202 
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ROUTE CLEARANCE SALE 


MACH 3......... $2250 

Dragons Lair......... 175 § IF YOU OWN A 

Ms Pac-Man ......... 875 

jou is Cl) Diemer © STARGATE 
Centipede ....+--..--. 650 = 


ee JOUST ¢ ROBOTRON 
BERZERK or ZAXXON 


PAC MAN PLUS KITS MIDWAY 
MANUFACTURED $75.00 
** 30 DAY WARRANTY ** 
YOU SHOULD CONVERT TO: 


B & B VENDING 
1560 Edison St., Dallas, TX 75207 
214/747-0041 


OFFICES IN: Dallas; Midland/Odessa 
Amarillo and El Paso 
TITEL trrererrre rier 


EAVOQUUUNEOOUUTONOUUUENNNUCVENOOUENONUUUOOQONUENOOUUEONONUUUEOOONUEOOQUEOOOUUEOOUUEEOOUEENOLE 
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Custom Made Kit 


CHAMPION BASEBALL 
as $595 


now $495 COMPLETE 


oo 


ABSOLUTELY FINEST CONVERSION KIT EVER OFFERED! 

FOR SALE au 
NO TOOLS OR SPECIAL SKILLS REQUIRED! 
IC Ok NO SOLDERING CONVERTS IN MINUTES! 
ROUTE - | 


Chicago! Excellent 


: CUSTOM MADE CHAMPION BASEBALL KIT INCLUDES: 
Investment opportu- 


. , @ Brand new custom made control panel with new joy stick 
nity. Leading north- new buttons, Champion Baseball overlay custom wired to exactly 
side route, approxi- fit your machine .. . 
mately 350 pl1eces @ First class wiring harness with pre-“stuffed” edge connector 


including jukeboxes, and ail plug in (molex) connections . . . 

cigarette machines, ® Original printed circuit board guaranteed unconditionally for 
pool tables, shuffle 30 days... 

alleys, videos, pinballs @ New Champion Baseball monitor plexi and new header plexi 
& new legalized poker marquee. 


machines. VIDEO WARE, INC. 


ALL THE LATEST 
EQUIPMENT! Los Angeles 
EXCEPTIONAL CASH fi 


— (213) 225-1337 


Reply to: Play Meter Magazine 
Dept. QM, P.O. Box 24970 


New Orleans, LA 70184 Telex: 295379 
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DRAGON'S LAIR 
SLIPPING ? 
Stay competitive convert to 


1 COIN/PLAY 


e Extends game life 
@ Increases overall revenue 
e Attracts new players 


@ 10 minute installation 


$29.95 
. Check or C_ OD. 


COIN DOUBLER 


5-31 50th Ave. 
New York, NY 11101 


212/706-4126 


VENDING MACHINE LABELS 
Truck signs, badges, name plates of all 
kinds. Write for free catalog and samples. 
Seton, Box AEU-1331, New Haven, 
CT 06505. 


VIDEOGAME TESTER 


FEATURES 


e Pocket size 
¢ Suitable for any game, central wiring, harness 
e +5, —5 & 12 V led indicators 
e Protection circuit built in 
e Provides RGB video output signals 
to verify monitor operation 
e Tone Output to speaker 
e LEDS indicate switch closure 
¢ 6 month warranty 


$149.95 


802-295-5584 
TLX: 701995 


shipping via 
UPS COD 


Vending & Video Owners: 


“NOW” 
ALL NEW PROGRAMS 
ARCADE TRACKER I1© THE ACCOUNTER©. 
FEATURES: FEATURES: 
© Games Listing @ Monthly Reconciliation 
® Location Report @ Automatic Ledgering 
® Collection Report @ Monthly P & L Statement 
@ Location Data Report @ Account Graphing 
Mandatory Video Mgt. Eliminates Monthly Book- 
Control System keeping Expenses 


Call: 313/525-7144 for more information 


Documentation Disc and Sample Printouts Available 


Arcade Tracker II Accounter Both 
Documentation $ 9.95 $ 6.99 $ 13.99 
Program 99.95 59.95 139.99 


(M/C - Visa Accepted - MI residents add 4%, C.O.D. add 5%) 
O-DEES ENTERPRISES @ 33272 Hampshire, Livonia, MI 48154 


| Il 
" JUS! TELL HIM A MAN FROM 16M IS HERE 
TC SEE HIM, ~ 


EXPERIENCED 


SALES 
REPRESENTITIVES 


Wanted for major distributor of coin- 


op amusement & vending equipment. 


Send Replies to: Play Meter Magazine 
Dept SH, P.O. Box 24970 
New Orleans, LA 70184. 
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BOARD | 
REPAIR 


Foreign & Domestic 


Reliable Service 
Y.C. Engineering 


615/793-9142 


Telex: 53-4623 


PRIZE-FILLED | 
EGG VENDING 
MACHINES 


New & reconditioned 
egg dispensing 
equipment & supplies. 


Innovative Industries 
2605 Grand Ave., Carthage, MO 64836 


417/ 358-6891 


me (me (am (ae (ae (ae (ae (ee (ae ( ( ( ( (ee (ee ( 


“TOO many coins 
or tokens to 
count by hand?” 


Cut Counting Time 
70% with Klopp 
Counters & Sorters 


Sort 1000 coins per minute. 
Count/wrap $1, 
in 2Q minutes or less. 


Portable, manual or electric 
rugged, no ‘plastic, made in USA 
Full one- year warranty 


Economically priced 


— Call o: write for full details —— fj 


“Our 53rd Year” 


KLOPPE: 


MLOPP INTERNATIONAL, INC. 


P.O. Box 708 
Pinellas Park, Florida 33565 
(813)522-9425 


PLAY METER, June 15, 1984 


15 Junior Carousels. All are less than one 
year old, $1800 each. 314/965-0207. 


PAYMASTER 


Ticket Dispensing System 


Works with ANY Video Game 
Money Back Guarantee 


In stock ready to ship 


‘Si HARBER TECHNOLOGY, INC. 
513/772-5053 


For Sale 


369-1192 


WANTED 
GAMES 


Ms. Pac Man 
Pokers 
Pins 


Galaga 
Pole Position 
Tables 


CALL: 


919/469-2406 


24 Hours 


(BY THE TRUCKLOAD) 


WANTED: Pre 1970 pinball machines, 
back glasses, play fields. Call Rob at 216/ 


73 


by | K’ ' 


Mr. Do!l’s Wild Ride 
Mr. Dol’s Castle 
Gyru 


COMPARE THESE PRICES 


All in Excellent Condition ¢ Satisfaction Guaranteed 


Mario Bros 

Donkey Kong 3 

Champion Baseball 
ALL kits are legal and each 
comes with Decals, Wiring and 
PC Boards. We have many used 
PC Boards too. 


Video, Inc. 
P.O. Box 674, Council Bluffs, IA 54502 


Mr. Do!'s Castle Kits $450 
Mr. Do! Kits $395 
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a Millipede............. 
thie... ...,....... 395 Centipede............ 695 
ee Pole Position ......... 


We Ship Anywhere ¢ We Buy Your Used Equipment 
—CALL FOR LATEST AVAILABLE GAMES— 


Fun Enterprises R.B. Enterprises 


18/462-0225 409/569-9649 


A-1 GAME 
ALARM 
$10 


To prevent 
=}  Break-Ins 
| Your phone call and 
| | order for 2 or more 
- 1 on Friday will entitle 
' |} you to a free cup 

* holder. 


A-1 Products @ 919/527-8241 
333 N. Queen St., Kinston, NC 28501 


PAY PHONES 


—mean— 


PROFITS 
$$S$s5 


LOCATING SERVICE 


We can get you ANY KIND of location j 
for ANY KIND of vending equipment 
ANYWHERE in the United States. ) 


IDEAL FOR: FEATURES: 


e Vendors e Easy to Install 
e Restaurants e Access MCli/Sprint 
e Service Stations e Instant Cash Flow 
e Lounges e Touch Tone 
e Stores | or Rotary 
e Takes quarter/dimes 


* 713/556-1554 * 


Tele-Management Services, Inc. 
141211 Richmond Ave., Bidg. B, Suite 110 
Houston, Texas 77083 


Dealer & Distributor Programs Available 
For Information 


EMPIRE LIBERTY TELCO 
(612) 471-0143 
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Changin 
your address? 


Don’t miss your copy of 
PLAY METER. Attach the 
address label from the most 
recent issue received in the gray 
field immediately below and give 
us your new address in the space 
provided. Happy movina! 


ATTACH LABEL HERE 
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NEW ADDRESS 
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Zoom f fower 


GUARANTEES TO DOUBLE YOUR COLLECTIONS 
OR YOUR MONEY BACK! 


ONLY 49.95 EACH 


Quick & Easy On-Site Installation 


Ask About Our Distributor Discounts! 


For more information on how ZOOM POWER 
doubles collections on any maze game call: 


1 800/641-4645 


Telex: 295379 ZOOM Z POWER 213/225-1340 
600 Clover St., Los Angeles, CA 90031 


INCREASE YOUR CASH FLOW 
THRU 


CLASSIFIED ADVERTISING! 
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PLAY METER CLASSIFIED ADVERTISING 


Play Meter’s classified ads are sold by word (75¢ per word with a $10.00 minimum) 
or by inch for a display-classified ad ($30.00 per column inch with a 1 inch minimum 
and a 20 inch maximum). Prepayment must accompany ad. You may pay by check, 
money order, Visa or Master Card. Frequency discounts begin at six issues for ads 2 
inches and larger. Rate cards and deadline schedules are available upon request. Send 
ad orders and prepayment to: Play Meter Magazine, P.O. Box 24970, New Orleans, 
LA 70184. For more information, contact Karen Gray 504/488-7003. 


Write in or attach ad copy 


Company Name 


Name 

Address .......  .COU—C“‘“‘“RhOOUP CS 

City _...__...__._... Sine Zip Total Enclosed 
Visa Acct. No. ........ a CERI 
Master Card Acct. No. —.....ttst—‘“‘ ‘ON. OF 


Authorized Signature 


Re g 
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Dear Play Meter: 

| would like to share an experience in which my 
business was recently involved. Perhaps other opera- 
tors have found themselves in the following situation 
and felt it useless to protest. Well, as a woman, | am 
saying ‘‘not me!’ The competition between an opera- 
tor and distributor on the streets is an unfair, unethi- 
cal, and outrageous situation. 

The business is competitive enough between 
operators, but now do we have to face distributors 
who pay ridiculous amounts for locations? To top 
that, they claim that no one can compete with their 
“first class’ equipment. For years operators have 
‘been supporting the distributors, and now we must 
do battle with them on a daily basis. The distributors 
have first pick of all equipment at greatly reduced 
prices giving them an edge over any operator. Then, 
when the equipment runs its course, or faces a close- 
out, they can sell the pieces used at extremely high 
profit prices to the hard-working operator. 

| operate ‘a route and recently had a disagree- 
ment with one of my distributors. It seems that the 
man’s route manager went and solicited a location 
with whom I had a previous agreement to place three 
video games in its ice cream parlor. The temptation to 
the business owner was the usual front money “loan” 
that this distributor offers. My games were ready to go 
in, and | found out that $1,250 bought the space 
reserved for them. 

When confronted with the situation, the dis- 
tributor gave me a lot of sugar-coated double-talk. | 
went so far as to offer to buy the location from him 
and settle the matter profitably for both of us. It all 


amounted to my location being taken right out from 
under me by a man | had dealt with for years as a 
customer. There I| was helpless at the hands of a large 
distributor. The matter left me bitter and disgruntled, 
but in the true fashion of the video business, | picked 
myself up and went on to bigger and better locations. 

Upon reading the April 1 issue of Play Meter, | 
was given hope that all successful men in the coin-op 
industry are not heartless and ruthless, as well as 
deceitful and unethical. The interview with Chat 
McMurdie (p. 94) was a ray of sunshine in regard to 
my situation as he said: “I’ve never believed that it’s 
good for a distributor to compete with his cus- 
tomers...We have always felt that the operator is our 
bread and butter.” 

That is a quote which | feel all distributors should 
have etched upon their walls. Mr. McMurdie went on 
to say he might be a little behind in his thinking 
regarding that belief! | feel he is a man ahead of his 
time! After all, if an operator cannot look toward his 
distributor for good business principles and practices, 
what is this industry coming to? Are we operators left 
to be swept away like a dirty penny on an arcade floor 
by the distributors whose mercy we are left at? 


Sincerely yours, 


Anita Irene Puehl 


Tilt Amusement Company 
Mount Kisco, New York 
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namMco 


SOO Gwitohy 


FEELS, SOUNDS, 
SHOOTS LIKE 
A GUN! 


MANUFACTURER’S 
SALE 


<e DIRECT FROM FACTORY 


$4,995.00 exacs 


Call your distributor or contact: 


NAMCO AMERICA, INC. 
343 Gibraltar Drive, Sunnyvale, CA 94086 @ (408) 745-7600 @ Toll Free (800) 538- 1610 @ Telex 171-163 


INCREDIBLE 


It's what players say the first time they see Konami/Centuri’s has become, and we've priced Badlands™ so that you can 
Badlands™. It’s what you'll say the first time you look at remain in the game. 

the cashbox. | For more information about Konami/Centuri’s Badlands™ 
Badlands™ is not the world’s first laser disc game, and it contact your authonzed Centuri distributor. 

probably won't be the last, but it will be one of the best. 

While the graphics and play theme are simply sensational, SCENT 7centuri 


player interaction and response is second to none. This 
means you get rastar quality play with laser quality graphics. 


You also won't have to break your bank to bank a few 
Badlands™. We understand how competitive our business 


A » L 


We're Inventing What The Future Will Bring 
CENTURI, 'NC. * 245 West 74th Place Hialeah, Florida 33014 « Phone: 305-558-5200 + Telex: 803694 ANSB Centuri * Cable CENTURI 


